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Among Our Assets 















Good will, size, reserve funds, and surplus are 
not the only items which may be regarded as 
assets. The Illinois Life is outstanding in its finan- 


cial strength without being so large as to lessen 





the personal contact between the men in the field 





and the® <ecutives in the Home Office. The time 
and attention of Company officials are always at 
the disposal of the field man. The executive door 
is always open to the man with the rate book. We 


look upon this direct contact as a mutual asset. 








Illinois Life Insurance Co. 


Illinois Life Building Chieago 1212 Lake Shore Drive 


Raymond W. Stevens, President 






































TOM WISE tells why the Bzszess 


Mews Specia/made one salesman’s record 








100,000 for a single month 


ATHER an enviable record, wasn’t it? And practically all of that 

$100,000.00 of business was on the Business Men’s Special. And to every 

application but one the premium was attached! This is typical of what 
Inter-Southern representatives can hope for when they specialize in these 
policies which appeal particularly to leading business executives and men of 
important affairs. Business men who are using their funds for investments 
are always interested in this policy which provides permanent insurance for 
the smallest amount. Its cost is so low that it allows savings which may be 
used to advantage in business. 


The Business Men’s Special is a semi-endowment policy at age 75. For each 
$1,000 face amount, $500.00 is payable in cash at seventy-five. The contract 
provides low-cost protection, the rate at age 35 being only $19.34 per 


thousand. Large sales are usual with Inter-Southern men who handle this 
popular policy. Inter-Southern salesmen like the Business Men’s Special, 
not only because of the large sales and liberal commissions it 
involves, but also because it leads to interesting contacts with 
men of importance. 


The Inter-Southern is continually studying current conditions 
and developing policies to meet needs, as they arise. The 
success of Inter-Southern salesmen is due, very largely, to the 
wide variety and the attractive featureS of Inter-Southern 
policies. Life insurance men who are interested in knowing 
more about the Business Men’s Special and other popular 
policies are invited to write to the Inter-Southern. 





INTER-SOUTHERN LIFE INSURANCE CO. 


CAREY G. ARNETT, President 


Insurance In Force Over One Hundred and Sixty Million Dollars 


HOME OFFICES, LOUISVILLE, KY. 
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When Dad's estate consists of $1000 Life Insurance, it 
is only a drop in the bucket compared with the family 
expenses which must be met. Build a life insurance estate 
which will assure continued protection for your family. 


THE WESTERN & SOUTHERN LIFE INSURANCE COMPANY 


AT YOUR SERVICE 


W. J. WILLIAMS, President 


HOME OFFICE a - CINCINNATI, OHIO 
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Big Convention 
Is Impressive 


American Life Members Have 


Many Activities in Their 
Deliberations 


PRACTICAL SUBJECTS UP 


Notable Addresses Made Before the 
Meeting Proper and Its Different 
Special Sections 


By C. M. CARTWRIGHT 

CINCINNATI, Oct. 17.—The annual 
meeting of the American Life Conven- 
tion formally started Tuesday when the 
Legal Section was the center of attrac- 
tion, it being presided over by C. P. 
Peterson, general counsel for the 
Bankers Life of ‘Nebraska, with Walter 
H, Eckert, general counsel for the Fed- 
eral Life of ‘Chicago, acting as secretary. 
The first contingent of the 
started to play Sunday at the Cincinnati 
Country Club, the regular two days’ 
tournament occupying Monday and 
Tuesday. Vice-President James Fairlie 
of the Abraham Lincoln Life is chair- 
man of the golf committee. Sumner M. 
Cross, president of the Columbia Life of 
Cincinnati, is chairman of the local en- 
tertainment committee and did a mag- 
nificent piece of work in looking after 
the details of the week. 


golfers 


Entertainment Committee 


Aside from the Columbia Life, the 
Union Central Life, Western & Southern 
Life, Ohio National Life, Federal Union 
Life and THe NATIONAL UNDERWRITER 
contributed to the entertainment fund, 
and all these were represented on the 
entertainment committee. The various 
entertainment features were elaborate 
and well designed. Special entertain- 
ment was given the ladies. The golfers’ 
dinner was held Tuesday night. The 
members of the Legal Section were 
given a luncheon Tuesday noon by the 
general counsel of the local life com- 
panies and the big dance was held 
Thursday evening. Mayor Seasongood 
spoke at the Legal Section luncheon. 


This 


year marked a departure in 
American Life Convention procedure, 
Owing to the new sections that have 
been established. Heretofore, the Legal 
Section had met Monday and Tuesday. 
he rest of the week was given over to 
the convention proper. This year the 
Legal Section met only on Tuesday and 


the programs of the agency, home office 
management and financial sections 
tormed a part of the program proper so 
that all could attend the various sections 
with the exception of Wednesday eve- 
hing when the three held separate meet- 
ings. The success of this year’s arrange- 
ment undoubtedly will be followed out 
toa large extent in the future. 

Anot! er feature was prominent this 
year, it being the last convention to be 

(CONTINUED ON PAGE 16) 





Message from Calvin Coolidge 














Cavin CooLipGE 
NORTHAMPTON 
MASSACHUSETTS 
October 7, 1929. 

Mr. John M. Laird, 
American Life Convention, 
Cincinnati, Ohio. 
Dear Sir: 


Over almost forty years I have been personally interested as a policy 
holder in life insurance. I might say I inherited my interest as both my 
father and grandfather bought protection for themselves and their families 
by this method. 


Because of this interest and my belief in the great public service per- 
formed by insurance companies when I retired from public office I was 
pleased to accept a position as director of the New York Life Insurance 
Company. 


While insurance has many things to commend it there has always 
seemed to me two or three things that are fundamental. Perhaps the most 
important is security. The companies are carefully supervised and regulat- 
ed by the laws of the various states where they do business, their invest- 
ments are required by law to be carefully made and they are managed by 
the best business talent so that the obligations of well established com- 
panies are comparable with the safety of a government bond. The danger 
of loss that would materially affect the individual policy has been prac- 
tically eliminated. 

In the next place this form of protection has been brought within the 
means of every wage earner.. Insurance companies were the first to estab- 
lish an important business on the instalment basis. The insured can decide 
by the amount of his policy to what extent he will remove the hazard of 
his death from his dependents and is sure to find a policy in some company 
that will bring the payments within his means. 

A policy has become a recognized source of credit. Practically all 
companies and all banks are glad to lend money to the insured in his time 
of need on the security of his life insurance. 

Another important benefit is the incentive to saving. The ordinary 
person will lay aside the money necessary to meet insurance premiums which 
might otherwise be expended for much less important objects. Such pay- 
ments instead of being harmful to trade and business are most beneficial to 
them for they create great reservoirs of capital which is used to finance 
important undertakings for the development of this country. 

These are some of the ways that life insurance provides for increasing 
the self reliance and independence of our inhabitants and the protecting 
their families and at the same time improving our general economic condi- 
tion. It creates better individual citizens and a stronger nation. Those 
who are engaged in this great enterprise whether as policy holders or insur- 
ance representatives are performing a public service of a value that cannot be 
estimated. I wish you would express to the American Life Convention my 


best wishes for their continued success. 
Cordially yours, 


The above letter is the ex-president’s message to the American Life Conven- 
tion, which was read at its annual meeting in Cincinnati this week. 


Events of Year 
Are Reviewed 


Claris Adams Gives a Survey of 
the Life Insurance 
Field 


MANY PROBLEMS SEEN 





Gives His Report Showing Some of 
the Activities of the Amer- 
ican Life Convention 


CINCINNATI, 


Claris 


Oct. 17.—Secretary 
the Life 
Convention spoke his farewell to the or- 
ganization in making his annual report. 


Adams of American 


He reviewed some of the high spots of 
life insurance and the main activities of 
the association. He said in part: 

“This has been a good life insurance 
Writings, as usual, have broken 
all existing records. The total for the 
first eight months of 1929 exceeds that 


year. 


for the corresponding period of 1928 by 
more than $600,000,000, an increase of 
seven and one-half percent. The insti- 


tution of life insurance has become one 
of the great social and economic forces 
of the nation. Seven successive Presi- 
dents of the United States have testi- 
fied to its public benefits as well as its 
private benefactions. Life insurance en- 
joys public confidence and popular es- 
tcem in a degree never before accorded 
to a business enterprise. 
Challenge and Inspiration 

“The achievements of the past, how- 
ever, constitute a challenge as well as an 
inspiration. Although more than two- 
thirds of all the life insurance in force 
is held in America, the human values of 
the nation are still under-insured. The 
average man in the United States is cov- 
ered for litthe more than his income for 
a single year. The tremendous eco- 
nomic wastage caused by death and dis- 
ability is still appalling. So far from 
reaching the saturation point of life in- 
surance, we have not yet approached the 
practical limits of our ideal—an Amer- 
ica adequately insured. 
Many Problems Produced 


“Increased production is not the sole 
problem of the business, however. The 
increasing complexity of our civilization, 
social trends, physiological and psycho- 
logical factors, changing economic con- 
ditions, the financial situation, and even 
a political element, produce problems 
affecting the underwriting practices and 
investment policies of life insurance 
companies 

Some Perplexing Questions 


“The aviation hazard is giving us 
much concern. Individual industries are 
being surveyed that occupational haz- 
ards may be reduced to proper ratings. 
Sub-standard risks are being carefully 
analyzed in order that under-average 
lives may be safely insured. Moral 





hazards are being more carefully scru- 
(CONTINUED ON PAGE 17) 
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Joint Gathering 
Held in Toronto 


Craig Discusses Problems of the 
Day at Actuaries’ 
Meeting 


MANY PAPERS REVIEWED 


Public Opinion Most Powerful Factor 
in Checking Substitutions—Group 
Coverage Discussed 


TORONTO, Oct. 17.—Welcomed by 
T. A. Dark, general manager and actu- 
ary of the Excelsior Life of Toronto, 
and president of the Canadian Life In- 
surance Officers’ Association, the joint 
meeting of the Actuarial Society of 
America and the American Institute of 
Actuaries convened here last week with 
over 400 present. This is the second 
joint meeting of the two bodies, the first 
having been held five years ago. 


The address of welcome was re- 
sponded to by J. D. Craig of the Metro- 
politan Life, president of the Actuarial 
Society, and Arthur Coburn, president 
of the American Institute. 

Clinton O. Shepherd, Missouri State 
Life, spoke on “A Profit and Loss State- 
ment.” Arthur Hunter read a paper on 
“Disability Premiums and Reserves Un- 
der Policies Providing for Monthly In- 
come at Disability.” J. T. Phillips of 
the New York Life gave a summary 
supplementary to Mr. Hunter’s paper en- 
titled “Some Practical Methods in a 
Disability Investigation.” Wendell M. 
Strong, Mutual Life of New York, spoke 
on “Women as Life Insurance Risks,” 
and John S. Thompson of the Mutual 
Benefit Life, addressed the meeting on 
the subject “Investigation of the Mor- 
tality of Officers of the Army and 
Navy.” 


Discuss Papers Given in Past 


Papers read at the previous meeting 
of the American Institute of Actiuaries 
were discussed at the meeting, one by 
Percy H. Evans, Northwestern Mutual 
Life, on “Substitutions and Some Re- 
lated Topics,” receiving considerable at- 
tention. 

In a paper “The Actuary with Respect 
to the Problems of the Day,” President 
J. D. Craig of the Actuarial Society 
said: “Successful reform almost invar- 
iably is based on reconstruction rather 
than destruction. The constant endeavor 
should be to extend and modify our con- 
tributions, both as individuals and as a 
whole to the economic and social life 
of the people, so that, as that life 
changes, our contributions thereto will 
at any given time be of the maximum 
usefulness. In particular, effort should 
be devoted to the continual improve- 
ment of the business of life insurance 
by the elimination of waste through 
more’ efficient administration and 
through conservation of the insurance 
issued.” 


Legislation Not Solution 


In a discussion of the paper of Percy 
H. Evans on “Substitutions and Some 
Related Topics,” Oliver W. Perrin, Penn 
Mutual Life, said, “However desirable 
the end may be, our business cannot be 
rid of the evils of substitutions merely 
by legislative enactment or departmen- 
tal ruling. The great uses of substitu- 
tions must be regulated by company ac- 
tion and especially by joint action 
of all companies interested in the wel- 
fare of our business.” 

James E. Hoskins in talking on the 
same subject, said that it by no means 
follows that substitution of a low 

(CONTINUED ON PAGE 20) 








Presiding | 








CLARENCE L, AYRES 


President Clarence L. Ayres of the 
American Life of Detroit is presiding 
this week over the deliberations of the 
American Life Convention at Cincinnati. 


Million Capital Increase 





A recommendation that the par value 
of Connecticut General Life stock be 
reduced from $100 to $10 and that the 
capital of the company be increased 
$1,000,000 to $3,000,000 will be acted 
upon by the stockholders at a special 
meeting Nov. 18. 

The recommendation of the directors 
is that the legislative act permitting par 
value reduction to $10 be accepted and 
that the $1,000,000 additional stock be 
issued at par. President Robert W. 
Huntington of the company said it was 
expected that a dividend rate of 12 per- 
cent would be maintained on the new 
capitalization in place of the 12 percent 
and 4 percent extra recently. 

The market value prior to the an- 
nouncement of the chance was 2300 bid, 
2350 asked. The last increase was made 
in 1924, when the capital was doubled, 
from $1,000,000 to $2,000,000, the new 
stock being issued at par. In 1922 the 
company made a 25 percent increase, 
which was also issued at par, $100. 


Insurance Institute to 


Meet Oct. 22 in New York 





NEW YORK, Oct. 16.—The annual 
meeting of the Insurance Institute of 
America will be held Oct. 22 in the 
National Board building. The program 
calls for the address of President O. E. 
Lane, the report of Secretary E. R. 
Hardy and reports from various stand- 
ing committees. In addition, the plans 
for each of the five branches of the 
institute, casualty, fire, life, marine and 
surety, will be outlined by their respec- 
tive chairmen, G. F. Michelbacher, R. 
P. Barbour, Henry Moir, William D. 
Winter and George E. Hayes, following 
which Albert A. Pancoast will tell of 
the work of the “original.seven” of the 
organization. After disposing of such 
unfinished business as there may be and 
the consideration of new matters, offi- 
cers and governors for the new fiscal 
year will be chosen. 


Association of Counsel Meeting 


The Association of Life Insurance 
Counsel will hold its annual meeting at 
the Hotel Astor, New York, Dec. 10-11. 
W. J. Tully of the Metropolitan Life is 
president. 





Reappearance Cases Are 
Discussed at Legal Section 





CINCINNATI, Oct. 17.—At the an- 
nual meeting of the Legal Section of 
the American Life Convention, General 
Counsel Frank W. Wozencraft of the 
American Life of Dallas spoke on the 
“Right of an Insurance Company to 
Recover Proceeds of a Folicy in a Dis- 
appearance Case Upon the Reappear- 
ance of the Insured.” He said there 
have been few cases either in this 
country or in England involving the 
right of an insurance company to re- 
cover sums paid in disappearance cases 
upon the reappearance of the assured. 
However, the rule is thoroughly estab- 
lished that where money has been paid 
through a mutual mistake of fact it can 
be recovered. 

The leading case on the subject in this 
country is that of Masonic Life vs. 
Susan A. Crandall, decided in 1896. Mrs. 
Crandall was beneficiary under a policy. 
She received from the life company the 
amount of the policy after her husband 
was supposed to have been drowned. 
On his reappearance the company re- 
covered the payment from the bene- 
ficiary, the court holding that as the 
money was paid to her under a mistake 


in fact she was bound to return it when , 


The Cran- 
overruled or 


the mistake was discovered. 
dall case has never been 
adversely criticized. 

Point the Way to Protection 


Mr. Wozencraft directed particular 
attention to certain cases because they 
point the way to the best and perhaps 
the only sure way for a company to pro- 
tect itself in disappearance cases. Aside 
from the Masonic Life case reported in 
9 A.D. 400; he cited Sears vs. Grand 
Lodge 163 N. Y. 374 and United Work- 
men vs. Mooney 79, Atl. 233. He said 
that the right to recover payments made 
through mutual mistake of fact or 
through reliance upon fraudulent mis- 
representation is valuable but it is very 
much more valuable if protected by a 
good bond, the giving of which by the 
beneficiary, the court has held to be a 
revolutionary act based upon sufficient 
consideration, viz. thec ompromise of a 
claim not free from doubt. 

Mr. Wozencraft said that although an 
insurer may recover moneys paid to 
claimants guilty of fraud it cannot re- 
cover amounts paid to attorneys by 
such claimants out of the proceeds of 
such claims, where claimants’ attorneys 
acted in good faith and were ignorant 
of the fraud perpetrated by their clients. 
The case of Fidelity Mutual Life vs. 
Clark, 203 U.S. 64 attracted wide at- 
tention. 

Should Require Bond 


Mr. Wozencraft stated that in well 
defined cases in the final disposition, the 
courts established the rights of the 
parties and the reappearance of an 
assured after the conclusion of the liti- 
gation. The payment of the judgment 
would not enable the company to re- 
cover the sum paid unless there has 
been fraud. In the presence of fraud, 
any sum whether paid as a result of 
judgment or otherwise, is recoverable. 
The attorney who compromises a disap- 
pearance claim for less than the fuil 
amount of the policy will meet grief un- 
less at the same time he requires a bond 
properly conditioned to protect his com- 
pany in the event of the reappearance 
of the insured. 

Bryan on Cancellation 


Shepard Bryan, assistant counsel of the 
Southern States Life, Atlanta, discussed 
“The Ethics of Cancellation.” He de- 
fined his subject as the “legal rightness 
and moral righteousness of the equitable 
remedy of cancellation for annulling and 
destroying unjust, unfair and unright- 
eous insurance contracts.” Mr. Bryan 
drew 10 important conclusions from his 
survey of laws and decisions, all point- 





' 








ing to the right of organized society 
to undo any wrong done by a member 
and the right of any life company ¢ 
cancel for cause. 

Claris Adams, retiring secretary and 
general counsel, gave his annual elabor. 
ate report on life insurance decisions, 
picking out cases of particular interes 
from the 432 cases involving life, health 
and accident insurance cases digested iy 
the A. L. C. “Legal Bulletin.” He said 
the most important tax case wa 
the Chase National Bank vs. the United 
States, involving constitutionalit 
provisions in the 1921 revenue act af. 
fecting taxation of proceeds. 


Recommends Rephrasing 


The recommendation that the dis. 
ability clause embodied in life insurance 
contracts be modified expressly to stip- 
ulate that notice of disability must be 
given the company in order to do away 
with the loop-hole through which man 
claims have been enforcedly paid be- 
cause of pleas that insureds were totally 
incapacitated to give notice, was made 
by Julius C. Smith of counsel for the 
Jefferson Standard Life, Greensboro, 
N. C. 

His address was on the subject “The 
Effect of Failure to Give Notice of Dis. 
ability Due to Total Incapacity to Act 
in the Matter.” Mr. Smith cited many 
recent cases in which the recommended 
phraseology has resulted in court deci- 
sions in favor of companies using it, 
and also illustrated his point with cases 
that have gone against the companies 
because of different wording of the 
clause. 


Views Standard Provisions 


J. W. Kinsinger, general counse! for 
the Mid-West Life of Lincoln, Neb, 
gave a “Judicial Interpretation of Total 
and Permanent Disability Clauses” at 
the meeting, in which he considered 2t 
length the advisability of standard pro- 
visions for disability clauses. Mr. Kin- 
singer said it could not be predicted at 
this time what would occur in connec: 
tion with the proposal, but that the 
present situation is sure to result in 
more uniform coverage standards for 
this benefit. 

His conclusions from the decisions 
which he reviewed were, that if disabil 
ity benefits are made applicable after 
total disability has existed for a speci- 
fied period, the word “permanent 
should no longer be used to describe the 
clause or benefits; that requirements 
and benefits in the standard provision 
regarding notice and proof of loss are 
sutficiently new to warrant careful at- 
tention to drafting in order that greater 
uniformity and judicial interpretation 
may result; that more definite language 
than heretofore generally used is advis- 
able in connection with the retroactive 
payments and the elimination period, 
and that where the clause is used as 4 
rider, the incontestable clause in tht 
policy should receive consideration 1 
dating the rider, when the rider is at 
tached subsequent to the date of the 
policy, and also that it would seem the 
rider should contain an incontestable 
clause or a provision modifying the i= 
contestable clause in the policy in it 
application to the rider. 





PAYS SECOND CLAIM 
IN 27 YEARS 


Herman Perl of the Montreal 
(Cannell) agency of the Mutual 
Life of Canada has just paid the 
second death claim in his experi- 
ence. He has been a life under- 
writer for 27 years, and has placed 
in force many hundreds of thou- 
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New System Is 
Cutting Expense 





Skilton Outlines Connecticut Gen- 


eral’s Accounting Plan Between | 


Home Office and Field Force 





EXPOSITION BEFORE A. L. C. 


Declares Simplified Methods Have Been 
Unusually Successful in 55 Offices 
So Far Equipped 


Details of the new accounting system 
between the home office and field force 
installed by the Connecticut General, 
with the company’s reasons for the 
change and results even beyond the 
wildest expectations were given Amer- 
ica Life Convention members at the 
Cincinnati meeting this week, by George 
W. Skilton, comptroller. 

Mr. Skilton said the system has been 
installed in only 55 of the company’s 
offices so that detailed figures as to cost 
and savings for the company as a whole 
cannot be given. However, a decided 
reduction in number and amount of er- 
fors on reports was discovered after the 
system began operating smoothly, he 
said, and the company is convinced that 
the plan is well worth while. His ad- 
dress in part is appended: 


Gives Reasons for Study 


“We were fully cognizant of the 
ecessity for reducing expenses, but this 
was not our primary purpose when we 
decided, over two years ago, to study 
our field office systems. We had given 
little attention to this end of our busi- 
ness for several years. The agencies 
were spending too much time in making 
teports to the home office, and our re- 
ports, again I believe, like those of most 
companies, were prepared from the 
home office point of view. 

“At the start then, we were guided by 
two motives: first, that the saving of 
time and money for our general agents 
was in fact a saving for the company; 
second, that if the home office costs were 
kept the same or even slightly increased, 
we should profit from a reduction in 
field expenses. 


Outlines Essence of System 


“The basic principles are stub ac- 
tounting, commission control, soliciting 
agent's code on addressograph stencil, 
tmplified report form whereby on one 
sheet is prepared, deposit slip, home 
Office report, cash book and trial bal- 
ance, and commission voucher for so- 
lciting agents. 

“The report is a combination of the 
following: Deposit slip, with carbon 














topy as part of the cash book, home 
office report with carbon copy as part 
® the cash book, and cash book and 
tial balance. 

, The form is built on the bookkeep- 
mg principle of debits and credits. As 
the columns are arranged to make the 
fering of items as simple as possible 
and avoid duplication of work the clear 
tut division of debits and credits is not 
“ways apparent for the individual en- 
ties. The totals, however, in conjunc- 
fon with previous totals brought for- 
Ward, arrange themselves in a logical 
Order in the trial balance, so that this 
division is quite apparent and readily 
Snderstood. 


Explains Accounting Plan 


“Generally speaking, the debits repre- 
tnt the receipt of money, the credits 
the distribution of the money received. 

credit entry is indicated in a debit 
folumn by prefixing a minus sign. A 

(CONTINUED ON PAGE 18) 
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States’ Attitude 
on Disability Is 
Told by Officials 











Some more state insurance commis- 
sioners have indicated their attitude to- 
ward the standard total and permanent 
disability clause adopted at the National 
Convention of Insurance Commissioners 
in Toronto. Commissioner Wysong of 
Indiana has not made a decision, as the 
Indiana laws are peculiar as to what 
shall be inserted in a life insurance 
policy and must be gone over carefully. 

Commissioner Cochrane of Colorado 
has not definitely determined his stand 
and says the is doubtful if his depart- 
ment will pay any attention to the reso- 
lution adopted at Toronto. 

The actuarial division of the Michigan 
department stated that Mr. Livingston 
in tull accord with the renort ot the 
committee at Toronto. “There was 
much sentiment voiced by the various 
commissioners at the meeting in To- 
ronto,” the reply says, “to the effect 
that such clauses should be eliminated 
altogether from life insurance policies. 
This cannot be done probably in the ma- 
jority of states without legislation, 
though we feel that our laws may per- 
mit the commissioner of insurance to 
eliminate the income features of the dis- 
ability clause which might tend to re- 
move some of the causes for dissatisfac- 
tion. This is being considered at this 
time and our ruling may be a modifica- 
tion of the recommendations to accom- 
modate the exclusion of income disabil- 
ity benefits. We cannot state definitely, 
however, at this time what will be done, 
if anything, in this connection, as the 
matter has as yet taken no definite 
form.” 

Commissioner Thulemeyer of Wyom- 
ing has reported that his department will 
not pass a ruling on total and perma- 
nent disability clause since at present 
there are no domestic life insurance 
companies in the state. 


is 


Goodyear Tire of Canada 
Undertakes Huge Group Plan 





TORONTO, Oct. 17.—The Goodyear 
Tire & Rubber Company of Canada has 
made a contract with the Metropolitan 
Life for one of the largest industrial re- 
tirement plans ever underwritten in 
Canada. Approximately 2,000 employes, 
in its New Toronto and Bowmanville, 
Ont., plants are affected by the plan. 
The Goodyear Company will make de- 
posits under the plan for every employe 
completing one year continuous service. 
And it will increase its payments for 
those who deposit to the fund on their 
own account. Through this plan every 
eligible employe will be provided with a 
pension equal to three-fourths of one 
percent of the total salary be received 
during the first 20 years of employment. 
If an employe contributes on his own 
account to the plan the pension may be 
increased to a full 1 percent of the first 
20 years’ income. Retirement incomes 
are payable at age 65 for men and age 
60 for women. 

The plan also provides that any em- 
ploye becoming totally and permanently 
disabled after the completion of 15 years 
of service will be paid a disability in- 
come. 


Reserve Loan Life Sales Conference 


J. V. Hoover, Oklahoma and Missouri 
manager for the Reserve Loan Life; 
Roy West, Oklahoma office manager; 
Patrick Johnson, field manager; J. E. 
Jameson, Missouri manager, and C. W 
Aitken attended a sales conference at 
the home office of the company last 
week. Various sales problems were 
discussed and plans for increased sales 
in 1930 were reviewed. 





Urges Cautious 


5 


Entrance 


Into Stock Investments 





Although agreeing with other speakers at the annual meeting of the American 
Life Convention in Cincinnati this week that the most important factor in company 
investments is safety, Robert H. Loomis, member of Shaw, Loomis & Sayles of 
Boston, expressed the hope in his address Thursday that American life com- 
panies eventually would have at least a part of their funds invested in some of 


America’s premier common stocks. 


Mr. Loomis declared that to invest the bulk 


of a company’s assets in fixed obligations is to disregard the element of growth 
upon which safety of investment is partly based, and also to disregard changes that 


have come to stocks and bonds. 


He said that, granting that the first requirement 


of safety is adequately met, it is inevitable that a group of carefully selected and 


watched ‘stocks would yield more than 
fixed obligations. Mr. Loomis said in 
part: 

Against Wholesale Change 

“Early in this discussion I wish to 
make myself clear on one point. I do 
not advocate any sudden wholesale 
adoption of common stocks by insur- 
ance companies. I speak of this par- 
ticularly because in the past few years 
certain over-zealous advocates of com- 
mon stocks have gone too far in exalt- 
ing equities and denouncing fixed obli- 
gations. Each of these two main types 
of securities have their points of 
strength and weakness. 

“Equities have been ostracized for the 
most part by life insurance companies, 
either by statute or investment policy, 
They are still on the defensive and I am 
speaking in their behalf merely to have 
them adequately introduced and possibly 
admitted to your exclusive club. 


Gives Sound Principles 


“Another general word of caution. My 
discussion has no reference to time in 
the investment market. I am here in- 
terested only in sound principles which 
are applicable at any time. 

“Life insurance companies in recent 
years have striven to retain the funds 
of beneficiaries and to administer them 
in a fiduciary capacity. If you do not 
use common stocks, what argument have 
you for such a procediure as against the 
possibility of placing those same funds 
with a trust company which would use 
common stocks? 

“What are the standards of invest- 
ment peculiar and essential to the funds 
of life insurance companies? All author- 
ities place safety first. They mean dol- 
lar safety, which means solvency for the 
company and comfort or distress for the 
beneficiaries. Another requisite is the 
highest possible yield commensurate 
with dollar safety. 

Have Another Function 


“One often hears of a third require- 
ment: adequately meeting the public 
need for funds, either government or 
private. I would like to add a fourth: 
the maintaining of the purchasing power 
of policyholders’ claims as nearly as 
possible. In view of the fact that the 
rate of disbursements of insurance com- 
panies can be ascertained quite accu- 
rately in advance, marketability of se- 
curities is important for only a part of 
a company’s funds. Therefore, the fac- 
tor of marketability is not deemed im- 
portant for the purposes of our discus- 
sion. 

“When I speak of common stocks 
for insurance funds I mean those corpo- 
rations which exemplify the highest de- 
velopment of industrial management in 
the world today. 


Big Advance in Business 


“Many people do not realize the tre- 
mendous advance in management that 
has been accomplished during the past 
15 to 20 years. To a very large de- 
gree insurance companies not owning 
equities cannot participate at all in the 
best managed corporations which should 
be considered, therefore, the safest cor- 
porations. 

“Advocates of common stocks have 
often advanced the theory that investing 
in equities was merely trusting in the 








| inevitable growth of the nation. 


Most 
people would admit that such a proce- 
dure might be suitable for an individual 
and his funds but that in the case of an 
insurance company there is not sufficient 
stability and certainty in the continuous 
growth of individual companies and 
hence in the stocks representing them. 


Calls This Crucial Point 


“This point to me is the most crucial 
and the one around which most of the 
discussion will turn during the next dec- 
ade in the solution of this increasingly 
important problem. Is the economic or- 


der becoming better understood and 
regulated? Are industries being scien- 
tifically studied and put in order? Are 


individual companies making use of re- 
search? Are they being managed with 
an eye to the social welfare of the sev- 
eral groups involved? Is management 
becoming truly scientific? 

“You are in the business of insuring 
risks. These risks are investigated, 
checked and passed upon by various ex- 
perts. In asking you to consider the ad- 
visability of investing in equities, I am 
merely suggesting that you carry your 
insurance practice one step further into 
the field of securities. Every type of 
security, bond or stock, is a capital risk 
and should be carefully investigated. 

“Biut you ask if such investigation is 
possible in the case of stocks. Yes, 
changed conditions make it so. Research 
in economic and industrial conditions 
has gone far. Statistical material of all 
kinds is readily available. Every op- 
portunity is provided to estimate the 
quality of management of the better 
corporations. 


Similarity in Practice 


“Many of the principles and practices 
which are commonly used in insurance 
are directly applicable to investing. Di- 
versification of risks both as to type 
and locality are common to both. Cer- 
tain industries, companies, and types of 
securities are better risks than others. 

“When life insurance contracts are 
once accepted they must be adhered to 
without fail, whereas, if an investor, be- 

(CONTINUED ON PAGE 18) 





Too Many Metropolitan 
Policyholders Found 














ATLANTA, GA., Oct. 17.—An un- 
usual situation, illustrating the preva- 
lence of policies issued by the Metro- 
politan Life, arose here when Wilbur 
I. Grogan, a former insurance agent, 
was placed on trial on charge of lar- 
ceny from the Metropolitan Life. 

When the counsel for the defense be- 
gan to select the jury, it was pointed 
out that the Metropolitan Life is owned 
by its policyholders. As a result, all 
policyholders were automatically dis- 
qualified as jurors. In the end, after 


| two panels had been exhausted, the case 


had to go to trial with only 10 jurors. 

The final blow came when Judge 
John D. Humphries, who was to try 
the case, disqualified himself on the 
ground that he, too, held a policy in the 
Metropolitan Life. 
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HE warning signs, 
“Stop, Look and 


Listen,” have become 
merely a part of the roadside 
landscape to many an auto- 
mobile driver. Heedlessly he 
passes ten, twenty—perhaps 
fifty of them—safely. At the 
fifty-first.comes the crash. 


Last year 8,383 persons were 
killed outright or injured in 
automobile accidents at grade 
crossings in the United 
States. There are about 
235,000 grade crossings in the 
country; more than 93% of 
them are unprotected. 


With millions of new auto- 
mobiles on the roads each 
year, accidents at grade 
crossings are increasing at an 
alarming rate, for the reason 
that most of the States have 
no organized program for 
protecting motor traffic 
which railroad 
tracks. 


must cross 


New York, under wise lead- 
ership, has shown how to 
solve the problem. Before 
the Empire State adopted her 
present plan, but 10 crossings 
a year, On an average, were 
done away with. This year, 
the first in which the rail- 
roads, the State and com- 
munities have co-operated— 
the railroads paying 50% of 
the cost, the State 49% and 
communities 1%—85 death- 
traps are marked for imme- 
diate removal. Next year 
New York hopes to eliminate 
150 more of its worst danger 


spots. 


©1928, M. L. I. Co. 


Other States are becoming 
aroused to this terrible and 
needless destruction of life 
and property and are taking 
steps to prevent it. Canada, 
too, is taking action. 


It will require many years to 
complete the work. It is esti- 
mated that it will ultimately 
cost twelve billions of dollars. 
But what railroads and 
States and communities 
ought to do is to begin at 
once with those grade cross- 
ings which should be abol- 
ished first. 


Grade crossings are danger- 
ous not only to automobilists 
and pedestrians, but to people 
who are traveling on trains. 
The first section of a limited 
train struck an automobile 
and killed two persons. The 
train stopped and the second 
section plunged into it, killing 
thirty-two passengers in the 
first section. 


Wherever the law provides 


facilities for eliminating 
grade _ crossings, citizens 


should see that public off- 
cials perform their duty and 
abolish these death traps 
Wherever the laws must be 
amended, people should meet 
the issue squarely and urge 
prompt action by legislative 
bodies. 


There is danger at every 
grade crossing. Get rid of 
them. Copy of New York’s 


progressive program will be 
mailed free on request. Ad- 
dress, Department 1ONU9. 


METROPOLITAN LIFE INSURANCE COMPANY 
FREDERICK H. ECKER, President -- ONE MADISON AVE., NEW YORK, N. Y. 





Marsh & McLennan Expands 


Life Insurance Department 





HARPER MOULTON APPOINTED 





Concentration on Ordinary Production 


Throughout Nation Is Started by 
Huge General Agency 





Expansion of the life insurance de- 
partment of Marsh & McLennan, great 
agency firm, and appointment of Harper 
Moulton of Chicago, man who twice 
wrote Marshall Field III, $1,000,000 of 
life insurance, to supervise the depart- 
ment, is announced this week. Mr. 
Moulton assumed his new post Oct. 15. 

No general extension into other cities 
is contemplated at once, but instead the 
agency will undertake thorough con- 
solidation of forces in Chicago, New 
York, Detroit, Minneapolis, Pittsburgh, 
Los Angeles and San Francisco, where 
it now has life departments. 

Howard I. Potter, who has been in 
charge of the nation-wide department, 
will continue to have general charge, 
specializing in group, with S. L. Throck- 
morton managing group pension plans. 

Corps of Specialists 


“With Mr. Moulton in charge of de- 
veloping ordinary life business, the 
firm has a man with a wide life under- 
writing experience who is not only a 
large personal producer but is an or- 
ganizer and developer of life under- 
writers,” the announcement states. “The 
aim will be to organize a force of care- 
fully selected men equipped to repre- 
sent the best there is in the life under- 
writing profession, including specialists 
in estate analysis, life insurance trusts 
and corporate insurance. 

“Marsh & McLennan are expanding 
their life insurance department to pro- 
vide for more intensive development of 
the ordinary form. The firm realizes 
the growing importance of life insur- 
ance in its relation to the general in- 
surance business.” 

Million Dollar Prodigy 


Mr. Moulton, a young man but re- 
cently out of the army and returned 
from the world war, astounded the life 
insurance world 10 years or so ago by 
springing up as a million dollar pro- 
ducer with the sale of the first $1,000,- 
000 contract to Marshall Field III, ris- 
ing from comporative obscurity in the 
business. The two men were in the 
same outfit overseas and the close re- 
lationship helped Mr. Moulton to close 
the deal, although he also displayed 
astuteness in his estate analysis for Mr. 
Field. 

Mr. Moulton goes to Marsh & Mc- 
Lennan after 10 months as Chicago 
supervisor of life business for the Con- 
tinental Assurance of Chicago, his terri- 
tory during that time having shown a 
19 percent gain. He started after the 
war with the Provident Mutual in Chi- 
cago, the city of his nativity, and led 
Provident agents in that territory in 
personal production for several years. 

Then he became general agent of the 
Minnesota Mutual in Chicago, a post 
which he held for a year, whereupon he 
returned to the Provident, this time as 
agency supervisor in Chicago. 

Later he went to Kansas City, Mo., 
as general agent, tripling production in 
that territory for the company in the 
two years he stayed. He built up a 
large force of hustling young agents, 
among whom was developed a million 
dollar producer, F. P. Logan, Jr. 

Severing this connection, Mr. Moul- 
ton returned to Chicago as_ general 
agent for the State Mutual, and then 
changed over to the Continental As- 
surance, 

He was secretary-treasurer of the Chi- 
cago Association of Life Underwriters 
and is now a member of the advisory 
board. In addition, he is a member of 
the Life Insurance Trust Club of 
Chicago. 
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In Important Post 























One Million in a Wee 





In recognition and appreciation of § 
T. Whatley’s election as president of th 
National Association of Life Under. 
writers, M. C. Thornton of New Albam 
Ind., million dollar producer with th 
Aetna for the past 22 years, whose bus: 
ness the past five years averaged clos 
to $2,000,000 per year, challenged th 
Chicago agency of the Aetna Liie t 
produce $1,000,000 of business in on 
week, which resulted in the Chicag 
Aetna-izers writing 116 applications for 
$1,132,050 last week. 

Mr. Thornton’s participation in this 
all-time record weekly production for the 
Chicago office was his daily inspirationd 
messages and enthusiasm for the million 
dollar weekly goal, in honor of Mr 
Whatley’s election as the national pres: 
dent, together with his many friend! 
and helpful talks with the agents during 
the contest. Mr. Thornton wrote 1 
business while visiting the agency. 





Peoria Sales Congress Is 
Success With 450 Attending 





Attendance of some 450 life insuranct 
men, members and guests of three Ik 
nois associations, was registered at the 
one-day sales congress held in Peora 
last Saturday. The three associations 
which sponsored the event were tht 
Peoria, Chicago and Illinois bodies. 

The day started with a complimentary 
breakfast tendered general agents an¢ 
managers by William Lateer, general 
agent, John Hancock, Peoria. Sessions 
were held in the Orpheum theater, Les 
ter O. Schriver, general agent of the 
Aetna in Peoria, presiding. Outstanding 
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addresses were delivered by S. T. What: 
ley, Chicago general agent of the Aetna 
and national president of the agents 
Ernest W. Owen, manager of the Su 
Life at Detroit; Frank M. See, St. Lous 
manager for the Union Central; Joh 
Morrell of the Equitable of New York ™ 
Chicago, and John W. Yates, Detrot 
manager for the Massachusetts Mutual. 

Mr. Whatley declared national an 
local associations are doing good wor 
now and he stressed importance ot Jo!- 
ing local associations. He spoke ® 
work of the National Association of Lit¢ 
Underwriters 40 years ago, and reviewe? 
the Washington meeting this year 

Mr. Morrell spoke on selling bu 
ness and corporation insurance, Mr. 5¢€ 
on “Meeting Objections,” Mr. Owen 0 
“Making the Sale” and Mr. Yates & 
“Income Insurance.” Ralph C. Lowe: 
president of the Illinois associatio®, 
spoke, as did R. L. Latta, president 
the Peoria association. 
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Vast Benefits to 
Go to Employes 





Approximately $80,000,000 Will 
Be Paid This Year in 
Group Claims 


MANY WORKERS INSURED 





Vice-President Page of the Travelers 
Shows How Mass Production 
Has Developed 


HARTFORD, Oct. 17.—That life in- 


surance is a factor in stabilizing pros- 
perity of the 
nance of buying power is indicated by 


country through mainte- 
the announcement made by B. A. Page, 
vice-president of the Travelers, that ap- 
proximately $80,000,000 will be paid out 
53,000 
workers insured under plans of group 


this year to the families of about 


life insurance. 
This 

distributed 

death by 


sum, $1,500, will be 
to families because of the 
disease of around 40,000 em- 
ployes, the death through accident of 
nearly 6,000 others, and the permanent 
and total disabilities suffered this year 
by almost 7,000 workers. 


Had No Other Estate 


averaging 


In many cases, it is said, the money 
will be paid to families where no other 


estate of any appreciable amount was 
left at the death of the head of the fam- 
ily. The average claim of $1,500 ex- 


ceeds the estate left by 65 percent of the 
wage earners of the country, and is the 
means of projecting into the future the 
salary or wages of many individual 
workers a year and a half beyond death. 

The amount of claims which it is es- 
timated will be paid in this country this 
year under group life plans in effect 
among 20,000 establishments will exceed 
by approximately 24 percent the total 
disbursements made last year, when 
around $64,000,000 was distributed as 
benefits. It is pointed out also that by 
the end of the year fully 6,500,000 em- 
loyes of the 20,000 concerns included 
under group life plans will be protected 


to the extent of $10,000,000,000, or a 
tenth of all the life insurance now in 
iorce in the United States. 


Many Received Benefits 
Since the first policy of the kind was 
Written 17 years ago, Mr. Page estimates 
that the dependents of approximately 
200,000 employes have received in bene- 


its in excess of $250,000,000, an equiva- 
lent around $1,300 on the average 
luring the 17-year period. What this 


has m int to the purchasing power of 
the families affected is disclosed by an 
analysis which shows ‘that without group 
life insurance, about 35 percent of all 
employes who die would leave behind 
dependents in desperate financial straits. 


Although the writing of life insurance 
on the mass scale was originated 17 
years oO, it was not until 10 years 
280, it is said, that the first billion 
dollars such protection was attained. 
Since 1919, approximately $9,000,000,- 
000 of id litional mass life insurance has 
een tained by establishments for 
their employees. 


Add to Connecticut General Capital 


, 
Virectors of the Connecticut General 
Lite will meet Nov. 20 to accept the 
~mpany's charter amendment permit- 
8 par reduction from $100 to $10 a 
“re and to act on the recommendation 
2 the directors to increase the capital 
Tom $2,000,000 to $3,000,000. New 
~lares are to be issued at $10 par. Rights 


ew stock are quoted at $75. 
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FRANKLIN B, MEAD 


F. B. Mead vice-president Lincoln 
National Life, spoke before the Ameri- 
can Life Convention at Cincinnati, giving 
some reminiscences in getting new fea- 
tures introduced in life msurance. 


New Debtors’ Group Class 
Specified by Supt. Conway 


An additional minimum gross pre- 
mium classification pertaining to the 
creditors’ and debtors’ group life insur- 
ance thas been issued by Superintendent 
Albert Conway of New York. The new 
classification includes purchasers of 
securities (other than employes purchas- 
ing employer’s stock) or borrowers on 
mortgages repayable in installments. 
The minimum annual rate per $1,000 
takes the standard rate plus $3. The 
tentative initial average premium per 
month per $1,000 is $1.10. 

“A company should retain the right of 
rejection and may, if it so desires, re- 
quire medical examinations,” Superin- 
tendent Conway said. “The creditor or 
financial institution will have to exclude 
from the group any persons rejected for 
insurance by the insurance company, in- 
asmuch as the law defines this partic ular 
type of group insurance as ‘covering 
only the lives of all members of a group 
of persons.’’ 


Missouri Life Officials 
Attend Insurance Day 


In addition to W. T. Grant, president 
of the Business Men's Assurance of 
Kansas City, who was a speaker at the 
Missouri Insurance day at Jefferson 
City, the following officials of Missouri 
life companies were present: J. F. Barr, 
vice-president, Kansas City Life; O. L. 
Holland, president, American National 
of St. Louis; A. W. Hogue, vice-presi- 
dent, Business Men’s Assurance; H. E. 
McPherson, vice-president, St. Joseph 
Life; R. W. Catlett, president, and 
Charles F. Renner, secretary of the 
Springfield Life of Missouri. 

Charles L. Scott, general agent, 
sachusetts Mutual Life in Kansas City, 
and former vice-president National As- 
sociation of Life Underwriters, was also 
on hand. 


Mutual Life | Club Makes Record 


Che Mutual Life of Canada sends out 
the following data regarding its Cen- 
tury Club: Average lapse ratio is 8.26 
percent, but 24 club members have a 
lapse ratio of less than 5 percent, while 
11 are over 20 percent. 


The member- 
ship of the club for the 1929-30 year 


Mas- 


is 77. 


INSU RANCE 





E DITION 





Franklin Mead Indulees 
in Some Reminiscences 





Franklin B. Mead, vice-president of 
the Lincoln National Life, who spoke 
this week at the meeting of the Amer- 
ican Life Convention, giving the experi- 
ence of his company on insurance with- 


out medical examination, prefaced his 
regular paper with a retrospection on 
some interesting information as to 20 
years ago. Mr. Mead said in part: 
“Just 20 years ago this month and in 
this very room I delivered a paper on 
‘The Measure of Risk and Liability Un- 


der the Total and Permanent Disability 
Benefits in Life Insurance Policies.’ It 
was the first paper delivered on this sub- 
ject in this country. In it was pre- 
sented, for the first time, the net pre- 
miums and reserves for these benefits, 
although life companies had been grant- 
ing them for at least four years. The 
waiver of premium benefit was first ini- 
tiated by the Travelers and the Pacific 
Mutual about the same time in 1905. 
The Aetna Life adopted them some time 
later. In 1909 these three were the 
only large companies granting these 
benefits although a great many of the 
smaller companies, most of them mem- 
bers of this convention, were doing so, 


Nene Knew the Cost 


“But none of the companies really 
knew what they cost and they were 
throwing such benefits in as an extra in- 
ducement to the insuring public. At 
that time only two of these many com- 
panies had a limiting age such as 60 
and none of them seemed to realize that 
the. benefit was very expensive when 
granted at the higher ages. The paper 
showed that, while the benefit cost ap- 
proximately 12 cents on the ordinary 
life plan at age 20 and 73 cents at age 
55 with a limiting age of 60, the benefit 
cost 43 cents at age 20 without a limit- 
ing age and $10.46 at age 55, demon- 
strating that the benefits in the latter 
form were a very unprofitable and haz- 
ardous undertaking, especially without 
the charge of extra premiums. 


Four Actuaries Discussed Paper 


“Four actuaries took part in the dis- 
cussion of the paper; one of them, Lu- 
cius McAdam, had previously given ana- 
lytical consideration to the subject and 
he was the only one who concurred in 
its conclusions. Before its presentation 
1 heard that two actuaries had gotten 
together and decided to take a ‘shot’ at 
it, notwithstanding that they had not 
previously given the subject any mathe- 
matical analysis. These two and the 
fourth actuary were very adverse in 
their criticisms, evidently just for 
sake of criticising, for the principles laid 
down have not since been refuted. A 
fifth actuary who attended the conven- 
tion introduced a resolution, which did 
not carry, to have the presentation of 
the paper postponed until Saturday 
morning so that the election of officers 
could take place on Friday afternoon, 
the time scheduled for the paper, in or- 
der that ‘busy men attending the con- 
vention’ might start for home on Fri- 
day night. Just before the convening 
of the Friday afternoon session he was 
asked in the lobby if he were going up 
to the meeting and he said, he was going 
out to play golf, for disability was a sub- 
ject in which life insurance 
should have no interest and it was a fake 
anyway. Except for the gratuitous re- 
mark in the lobby the rest is a matter of 
record in the proceedings of the conven- 
tion for that year. 


Opposed the Practice 


“In subsequent years many actuaries, 
including some of those just referred to, 
have combated the idea of young com- 
panies engaging in substandard business 
whenever the subject was brought up, 
either before the convention itself or the 
medical section or the actuarial meet- 
ings, particularly those of the American 


the | 


executives | 





Institute of Actuaries. At the meeting 
of the medical section in 1923 I deliv- 
ered a paper on ‘The Classification and 


Coding of Substandard Risks, Especially 
as Illustrated by Heart Murmur Types.’ 
At that time the classification, and es- 
pecially the coding, of substandard risks, 
both for purposes of information and 
for actuarial and statistical use, were in 
an embryonic stage, even after many 
years of experience. I suggested the 
amplification and improving of the codes 
and that the underwriting and the statis- 


tical codes should both be the same; 
that the medical directors, the under- 
writers and the actuaries should all use 
the same classifications. I had previ- 
ously made the same suggestion at the 
meeting of the Actuarial Society at 
Hartford, in October, 1922. This was 
immediately objected to by some actu- 


treated quite lightly, if 
by one in the discussion 
at Chattanooga. Notwithstanding this 
initial opposition, the suggestion was 
later generally recognized as a good one 
and extensive new codes on an adequate 


aries and was 
not slightingly, 


basis were prepared both for purposes 
of selection and for actuarial use in the 
fall of 1924 Their use was initiated 
Jan. 1, 1925 


Innovation Been of Benefit 


“This innovation has been of incalcul- 
able benefit in clarifying selection and in 
simplifying administrative routine and 
has cut oul an immense amount of work 


in actuarial departments. It had here- 
tofore been the practice to re-code all 
cases according to another system in 


their department although they had pre- 
viously been coded with other codes in 
the medical and underwriting depart- 
ments. One large compnay alone had 


| 47 clerks in its actuarial department en- 


| tains, 
000,000 


gaged in this unnecessary and wasteful 
recoding. 

“My purpose 
cidents of the 
constructive one 
draw a lesson which 


benefit to us all. 


in referring to these in- 
past in this manner is a 
in order, if possible, to 
may be of future 


Should Be Grounded in Technique 


“The actuary is, or should be, grounded 


in the technique of insurance in all its 
phases. For instance, the renowned 
Emory McClintock, one of the most 


(CONTINUED ON PAGE 18) 


Say Mitten Allowed Big 
Life Policies to Lapse 


PHILADELPHIA, 
Thomas E. Mitten, head of 
delphia traction system and one 
leading traction magnates in the 
try, who was drowned several weeks 
ago at his estate in the Pocono moun 
allowed between $400,000 and $1,- 
life insurance to lapse and car- 
ried but $10,000 at the time of his death, 
according to stories appearing in Phila- 


Oct. 
the 


17.— 
Phila- 
of the 
coun- 


delphia daily papers. The stories quote 
an unnamed official of Mitten Manage- 
ment, and have him saying that in 1922 
Mitten took out the large block of life 
insurance because he was _ receiving 
threats against his life as a result of a 
traction strike then under way in Buf- 
falo. When the strike was settled, the 


official is quoted as declaring that Mit- 


ten could not see the advisability of 
carrying the policies and allowed them 
to lapse for nonpayment of premium. 
Among the policies said to have been 
carried by Mitten during that period 
were the following: New York Life, 
$100,000; Penn Mutual Life, two poli- 
cies of $50,000 each; Mutual Life of 
New York, $100,000; Aetna Life, be- 
tween $100,000 and $200,000; Travelers, 
between $100,000 and $200,000; Provi- 
dent Mutual, $50,000, 
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New Department 
Sells Novelties 





Special Service for Insurance Men 
in Selecting Desirable Ad- 
vertising Gifts 





VALUE WELL RECOGNIZED 





In Line With Broadcast of Radio Pro- 
grams Presented With Compli- 
ments of Donor 





The field of advertising specialties or 

novelties has grown tremendously in the 
past few years. It is not possible for 
an msurance man to see all this field 
has to offer, and pick the remembrance 
or gift that is especially adapted to his 
needs, unless he can get the benefit of 
the experience of someone who has 
gone over the entire field. New spe- 
cialties are coming out all the time and 
there may be something that would 
strike him as just what he wants but of 
which he has never heard. 
; THe NationaAL UNbERwRITER is mak- 
ing a complete survey and study of this 
field as applied to insurance needs and 
this week announces its new “Adver- 
tising Specialty Department.” In this 
department it will attempt to give a spe- 
cialized Service exclusively for insur- 
ance men in the purchase of advertising 
novelties and the building of goodwill 
among customers and prospects by 
gift” advertising. ; The department will 
be confined to articles of proved merit, 
that is, none will be handled which have 
not been carefully investigated as to 
their value or which have not been 
proved out as successful by actual ex- 
perience. 


Value Is Recognized 


The value of good will or “gift” ad- 
vertising has long been recognized by 
agents everywhere and those who could 
afford it have profited from its intelli- 
gent use. The agency system in insur- 
ance, while it depends primarily on real 
insurance service, adds the valuable ele- 
ment of personal contact, friendliness 
and good will perhaps as much or more 
than salesmanship in any other business. 

The advantage of an insurance man 
buying his advertising novelties through 
this department will be that a complete 
line will be carried and he will have the 
benefit of a survey of the entire field 
before choosing the particular novelty 
which he feels is best adapted to his pur- 
pose. It will also be the purpose of 
the department in the sale of these 
novelties to give detailed specifications 
and plans and ways in which they have 
been successfully used by other insur- 
ance men. Bulletins will be issued from 
time to time showing the application 
and uses of the various classes of 
novelties handled. 


Samples Will Be Sent 


Much of this good will advertising 
will be especially gotten up for insur- 
ance men by the various manufacturers 
under the direction of THe NATIONAL 
Unberwriter. A little later a complete 
catalogue will be issued showing vir- 
tually everything handled. For the time 
being, the plan will be followed of fur- 
nishing samples and quoting prices on 
any novelties in which the agent is 
especially interested. The actual cost, 
and in some cases less, will be charged 
in advance for samples but the plan will 
be followed of returning the cost of the 
samples after they have been inspected 
and returned. This is a practice gen- 
erally followed by advertising specialty 
houses as the cost of samples is so great 
(CONTINUED ON PAGE 18) 





Silver Jubilee Campaign 
Honors Winslow Russell 

















WINSLOW RUSSELL 
Vice-President Phoenix Mutual Life 


In honor of Winslow Russell, vice- 
president of the Phoenix Mutual Life, 
who has just completed 25 years of 
service with the home office, the entire 
field force under the leadership of a 
committee selected from‘ their own 
ranks united Sept. 16-30 in a “Silver 
Jubilee” campaign to produce a record 
volume of business. The total of $5,- 
816,808 exceeded by $135,000 the issue 
of any equal period in the history of 
the company. It also exceeded by $100,- 
000 the best previous September on rec- 
ord. 

The campaign culminated in a lunch- 
eon in Mr. Russell’s honor which was 
attended by several officers of the com- 
pany and a group of managers and field 
men representative of the contingent 
which has been with the company for 
more than 25 years. At this luncheon 
a leather-bound volume was presented 
to Mr. Russell by Manager L. H. An- 
drews of New York as a testimonial of 
the esteem and admiration in which he 
is held by every representative who car- 
ries a Phoenix Mutual rate book. 

Mr. Russell originally joined the 
Phoenix Mutual as an agent in Boston 
in 1898, becoming manager of that of- 
fice in 1901. In 1904 he was called to 
the home office as assistant superintend- 
ent of agencies, and in 1910 was elected 
agency manager. In 1914 he was elected 
a director, and in 1918 was appointed 
vice-president. 








To Continue Plan Calling 
for Gradual Capital Boost 


Gradual increase of capital stock of 
the Pacific Mutual Life under the plan 
announced some time ago, which will 
double the capital by yearly increases 
of one-tenth, will be continued, Presi- 
dent George I. Cochran announces, one 
share of stock being offered at $50 for 
each 10 shares. President Cochran 
states that the next increase of 44,000 
shares will be offered for approval at 
the annual meeting in February and will 
be ready for issue in April. The first 
increase was paid for and issued as of 
Oct. 1, adding $400,000 to capital and 
$1,600,000 to surplus. 


With Metropolitan 35 Years 


Hermann Rosenberger, manager of the 
Philadelphia south district of the Metro- 
politan Life, recently celebrated his 35th 
anniversary of service with that com- 
pany. Mr. Rosenberger came from Ger- 
many as an immigrant and shortly after 
arriving in this country joined the 
Metropolitan forces. 





Eligibility Requirements 
for C. L. U. Degree Given 





The American College of Life Under- 
writers has announced its eligibility re- 
quirements for the year for the degree 
of chartered life underwriter. The reg- 
istrar is Arthur M. Spaulding, care of 
Equitable Life Assurance Society, 393 
Seventh avenue, New York. The official 
notice of the American College is as 
follows: 


Must Have High School Equivalent 


“Under the requirements for eligibility 
to take the examinations of the Ameri- 
can College of Life Underwriters as 
originally drafted, candidates were 
obligated to present evidence of having 
completed a four-year high school 
course or its equivalent. It was neces- 
sary to insist upon this prerequisite if 
the college were to have any standing 
with American institutions of learning 
and if the C. L. U. recognition were to 
enjoy the dignity of the C. P. A. and 
other professional designations. It hap- 
pens, however, ‘that some underwriters 
who have not had the opportunity of a 
high school education are willing to 
make the necessary preparation equival- 
ent to that required for high school 
graduation. In order to meet the desires 
of persons in this situation to become 
‘chartered life underwriters,’ a new plan 
has been worked out whereby they may 
meet the high school prerequisite 
through home study. 

Subjects Carefully Selected 


“The subjects required under the new 
admission regulations have been care- 
fully selected to conform with the best 
college standards, and the list is as lib- 
eral and as flexible as it can be made. 
It is felt that the revised standards are 
of the highest, and yet of a character 
which will not discriminate against the 
ambitious underwriter, who is unable to 
return to a regular high school. In order 
to meet the needs of persons who wish 
to qualify under the revised regulations, 
the home study department of Colum- 
bia University has introduced a variety 
of courses. Possibly other educational 
institutions may extend a similar ser- 
vice. 

“Under the eligibility requirements as 
they now exist, an applicant desiring to 
take the chartered life underwriter ex- 
aminations, must: 

Eligibility Requirements 


1. Be at least 21 years of age and of 
good moral character. 

2. Have at least three years of satis- 
factory life insurance experience. Grad- 
uates of universities and colleges may 
make application to take the examina- 
tions at any scheduled date following 
their graduation, but, though, successful, 
will not be granted the degree until com- 
pletion of three years of satisfactory life 
insurance experience. “Life insurance 
experience” relates to salesmanship, 
management activities, or such other life 
insurance pursuits as, in the opinion of 
the-board of directors, have a vital bear- 
ing upon the dissemination of life insur- 
ance. 

3. Possess a certificate of graduation 
from a four-year high school. However, 
if a candidate presents a statement from 
the registrar or director of admissions 
of a standard college or university cer- 
tifying that the applicant's record has 
been examined and that said standard 
college or university would admit him as 
a regular student in the freshman class 
without conditions, this certification will 
be accepted as evidence of the fullfill- 
ment of the requirements for entrance to 


the examinations. In case a candidate 
cannot comply with either of these re- 
quirements, it fs necessary, in order to 


establish eligibility, that he present ac- 
ceptable credits in the following sub- 
jects to the extent indicated as evidence 
of having completed an equivalent of a 
four-year high school period. These 
must total at least 15 in number. 


Group A 


Seven (7) units* are required to be dis- 
tributed as follows: 


English, 3; History, 1; Mathematics, 1; 








two years of foreign language, or ty, 
years of science, or two years of ext, 
mathematics, or one year of science ay 
one year of extra mathematics, 2. 


Group B 


Eight (8) units* may be selected fry 
the following: 





History and Civil Government, not, 
exceed 3; Extra Mathematics, not to e, 
ceed 1; Foreign Language, not to exe 
4. (If two units have been chosen und! 
required Group A, only two addition 
units may be elected here.) Science, ng 
to exceed 4. (If two units have bey 


chosen under required Group A, onj 
two additional units may be elects 
here.) 

Group C 


In lieu of four units* in Group B, th 
candidate may substitute four (4) uniy 
of commercial subjects, such as: Bug. 
ness Arithmetic, 1 unit; Commerc 
Geography, 1 unit; Bookkeeping, 1 unit 
Commercial Law, 1 unit. 


Subjects Given Credit 


Subjects included in the above require. 
ments will be given credit by the Amer 
can College of Life Underwriters: 

1. When proper certification is offerei 
that they have been completed in an a 
credited high school, or where examina 
tions of the college entrance examine 
tion board or those of any state hay 
been passed. 

2. When they have completed by hom 
study work and if examinations of th 
college entrance examination board « 
regents (state examinations), in th 
said completed subjects have been passei 

In the event examinations in subject 
listed under Group C are not given ly 
the college entrance examination boar 
or state board, the American College @ 
Life Underwriters will arrange to giv 
them at the time and place of the & 
aminations for the C. L. U. degre 
Notification of intention to take exami 
nations in such subjects must be mailel 
to the registrar of the American Col 
lege at least six weeks prior to the dal 
of the examination together with a fe 
of $5 for each subject in which ana 
amination is desired. 

*One unit represents one full year @ 
high school work in a particular subject 
with the exception of English where! 
units credit are given for 4 years of hig 
school work. 





Unique Sales School Found 
to Bring Good Result: 


KANSAS CITY, MO., Oct. 17-4 
field school conducted by Bert A 
Hedges for the Business Men’s Asst: 
ance at Hutchinson all last week was ca 
ried out on a new plan. A 5.3 percetl 
return on a direct mail campaign base 
on the telephone directory of Hutchir 
son gave the five new men and the five 
experienced men working a list of lt 
leads. After a two hour school perio 
in the morning, the salesmen were set 
out. As many sales were returned 
those who had not replied to the diret 
mail campaign as on those who hat 
Each team of two men made better th 
a sale a day, and two of the older me 
stayed on after the week closed to cleat 
up the prospective sales. Three new ® 
cruits were secured with four or M1 
more expected to sign contracts with t 
company. This was accomplished 
town where the company has no agem™ 
where the home office of one, and ge 
eral agents of a number of insuramt 
companies are located, and where ™ 
company has only about 125 policy 
holders. This type of school will be co® 
ducted in three or four more cities © 
about the size of Hutchinson, and 1 ® 
successful, will be used extensively ™ 
the company. 


Mutual Benefit Reports Increas¢ 


The September paid-for business © 
the Mutual Benefit Life shows an ® 
crease of 11.3 percent over the paid 
business of September, 1928. 
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Gelnary Production Shows 
Good Gain for September 





ONLY DECREASE IS IN GROUP 





This Is Acccunted for By Inclusion of 
Record Group Case in Sep- 
tember, 1928, Total 





NEW YORK, Oct. 17.—September 
was the best month of the entire year 
for ordinary production on a compara- 
tive basis, according to the report for 
last month just issued by the Life 
Presidents Association. Despite a slug- 
gishness in metropolitan territory, the 
busines for the country at large showed 
the largest increase over the corres- 
ponding month of 1928 of any month 
this year in ordinary business. Indus- 
trial ‘showed a very gratifying increase 
and only group fell off notably. The 
notable decrease in group business was 
not rightly comparable, however, as 
last September saw the inclusion of one 
of the largest group cases ever written, 
while this September could not equal 
it, despite a normal total nearly douvic 
September, 1927. 


Increase of 14 Percent Shown 


The report of the Life Presidents As- 
sociation shows a total ordinary pro- 
duction in the country of $608,839,000, 
an increase of 14 percent over the $534,- 
112,000 of September, 1928. This 
brought the year-to-date total to $6,548,- 
827,000, an increase of 8 percent over 
last year, a marked recovery from the 
mid-veosr figures. Industrial production 
in September was $221,006,000, an in- 
crease of 11.1 percent over last Septem- 
ber, and the year-to-date figure in this 
field was $2,174,337,0C0, an mecrease of 
8.2 percent over last year. 


Group Off, but Near Normal 


In the group field, the September 
total was $75,151,000, only slightlv be- 
low August and over twice the total in 
September, 1927, but this was 73 percent 
below las: September, as that month 
was a record September and nearly a 
record month for group business, with 
$277,943,000. This naturally affected 
the year-to-date total, bringing it to 
$833,293,000, which was 15.5 percent 
below last year, but nearly 50 percent 
over the previous year. 

Total life insurance business for the 
month was $904,$96,000, which was 
$100,000,000 below last September, 
though nearly $150,000,000 above the 
previous September. Thus, last month’: 
total production fell 11.7 percent below 
last September, although it was 20 per- 
tent above September, 1927, or a very 
norma] increase for the month, dis- 
counting the one unusual transaction 1n- 
cluded in last year’s report. The year- 
to-date figure, despite this loss and three 
previous unsatisfactory months earlier in 
the year, shows a gratifying gain over 
last year, the total of $9,556,497,000 
being 5.5 percent over the $9,058,080,000 
of 1928 and 15 percent over the $8,362,- 
989,000 of 1927. 


Wrote Old Policyholders 


The winners in the Policyholders’ 
Service Month contest, held by the Lin- 
coln National Life, have been announced. 

J. Malarney of Pontiac, Mich. was 
awarded first place for having written 
and paid for the largest volume of busi- 
Mess on the lives of old policyholders 
during the contest. H. E. Campbell of 
Columbus, O., won second place in the 
Volume of business produced. 

R. Lay of El Paso, Tex.. was 
awarded first place during the contest 
for having written the largest number 
% applications (one to a life) on the 
lives of old policyholders. J. A. Sand- 
ham of Cass City, Mich., won second 


Adams Reports on Year’s 
Rulings at A. L. C. Meeting 





UNUSUAL CASES ARE CITED 





Retiring Secretary-Counsel Gives Last 
Official Digest at Cincinnati Gath- 
ering of Executives’ Body 





High lights of life, health and acci- 
dent insurance court decisions which 
have been handed down during the last 
year were given the American Life Con- 
vention Tuesday by Claris Adams, re- 
tiring secretary and general counsel, in 
his annual review. 

In this he picked out some of the 
more important decisions from the 432 
cases digested during the year by the 
A. L. C. “Legal Bulletin.” The most im- 
portant tax case, he reported, was that 
of the Chase National Bank vs. the 
United States before the Supreme Court, 
involving constitutionality of provisions 
in the 1921 revenue act relating to tax- 
ation of proceeds. 


Discusses Ohio Tax Case 


This case involved the qwestion 
whether the proceeds were legitimately 
subject to a transfer tax as on other 


property. Retroactive application of a 
premium tax increase in Ohio was 
beaten in the Metropolitan Life suit 


against Superintendent Safford in an- 
other case. The increase from 2% per- 
cent to 3 percent later was repealed by 
the legislature. 

An unsuccessful attempt to commit 
suicide, resulting in total and permanent 
blindness, entitles the assured to dis- 
ability benefit, the case of Ronhovde 
vs. Farmers Life decided, Mr. Adams 
reported. Another interesting disability 
case reported on was that of Moore vs. 
Massachusetts Accident, in which the 
assured under a three-fourths loss of 
business time clause suffered from a 
nervous disorder which he said pre- 
vented him from attending to business 
matters but did not prevent his indulging 
in recreation such as go:f and bridge. 
The court found for the assured. 


Unusual Loan Ruling 


Mr. Adams reported on an unusual 
case involving the question of forfeiture 
for nonpayment of premium. entitled 
Security Life vs. Matthews, in which the 
court held that where the assured paid 
premiums quarterly the loan value 
should also be calculated quarterly in or- 
der to prevent forfeiture for nonpay- 
ment of premium, althouch the policy 
contracted merelv to provide loan values 
on an annual basis. 

Other cases reported on involved the 
subjects of reinstatement. murder. acci- 
dental means, aviation, negligent delay. 
incontestable clause, jurisdiction. minors. 
unauthorized insurance, suicide, non- 
medical insurance and workmen's com- 
pensation. 


Metropolitan Officials 
Confer with Men in Field 





The home office « fici-:s — the Metro- 
nolitan I ife are holdin + conferences with 
the field men of the comnany. Last 
week a corps of home office officials. 
headed by Pre ident Frederick H. Ecker. 
held meetings at St. Louis, Kansas City 
ced Ob home Ctv, Terov A Lincoln, 
first vice-nresident and general counsel: 
E. H Wilkes, A. F. C. Fiske and Francis 
O. Ayres. vice-presidents: K. C. Ringer, 
superintendent of agencies. and H. W. 
McClintic. publicity department, were 
also present. 

President Ecker and his party also 
visited Nashville this week. 


“What to Say.” by J. B. Durvea, con- 
tains actual interviews of big successful 
life insurance salesmen. Price, $1.50, 





Place in this classification. 


Order from The National Underwriter. 

















Opportunity 
Beckons! 


Men of ability and character, 
who are willing to give all 
they have to the organization 
and development of territory 
in the service of the 


SPRINGFIELD 
LIFE 


who are ambitious to enlarge their personal in- 
come tremendously, are invited to get into touch 
with the home office, at Springfield, IIl., at once. 


All Standard Policies written, with or without 
Permanent Disability, Premium Waiver and 
Double Indemnity. 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insurance 
for children, age six months up, and the same 
life insurance proposition is available to adults 
—age one day to 60 years. 


Big Money for the 
Go-Getter 


Send your inquiry directly and now, to 
A. L. Hererorp, President 


SPRINGFIELD LIFE 


INSURANCE COMPANY 


SPRINGFIELD, 
ILLINOIS 
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New Prospects 


Every Year 


© 


a million babies 


born every year—two million new 
prospects for NX¥NL fieldmen, 
whose kits are stocked with a 
complete array of policies for 
children, providing coverage from 


birth. 


NXNL offers six juvenile policies 
—participating and non-partici- 
pating. These policies will assure 
many « college education, will 
start many a child on the path to 
financial independence, and will 
relieve many a family from hard- 
ship when funeral expenses, often 
accompanied by heavy costs of 


long illness, must be met. 


And 


every Child’s policy sold opens 
the door to more business for the 


agent. 
A new 


Baby Health Service 


available to NXYNL fieldmen, in 
which a recognized authority on 
child health tells mothers how to 
care for their babies through the 


first 18 months, 


allows NYNL 


agents to sell these contracts 
under especially favorable circum- 


stances. 


POLICIES FOR CHILDREN: 





Child’s Educational Endowment 
Maturing at Age 18—Child’s 20 Year 
Endowment—Child’s 20 Payment 
Endowment at Age 85—Participat- 
ing and non-participating forms of 


each. 


© 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. passwort 


STRON G~ Minneapolis Minn, ~ LIBERAL 


MORE THAN $300,000,000 INSURANCE IN FORCE 






































Joint Section Program 


Is Announced by Bureau 





AGENCY HEADS TO CONVENE 
To Report Results of Four Educational 
Studies at Chicago Gathering Set 
for Oct. 29-31 





Program for the annual joint fall 
meeting of agency executives of com- 
pany members of the Life Insurance 
Sales Research Bureau and the Asso- 
ciation of Life Agency Officers to be 
held at the Edgewater Beach hotel, Chi- 
cago, Oct. 29-31, is announced. Frank 
H. Sykes, vice-president of the Fidelity 
Mutual, will preside at three of the ses- 
sions and James A. Fulton, agency vice- 
president of the Home Life, will preside 
during the remainder of the joint meet- 
ing. 

Reports on four educational studies 
assigned at the conference of educa- 
tional directors of life companies early 
this spring will be presented by the fol- 
lowing company officials during the first 
day: 

Reports on Four Studies 

“A Training Course for New Agents,” 
Roy L. Davis, Central Life of Iowa; 
“The Organization and Function of an 
Educational Department,” Arthur M. 
Spalding, Equitable of New York; 
“Making Managers Better Teachers,” 
James A. Giffin, Phoenix Mutual; “The 
Field School as a Method of Training 
Agents,” Pearce H. Young, Missouri 
State. 

H. G. Kenagy, head of the bureau’s 
field service department, under whose 
direction the studies are being made, 
will precede the speakers with a short 
introduction on “The Purposes and Ac- 
complishments of Educational Studies.” 
Discussion will follow. 

On Tuesday morning L. B. Hender- 
shot, in charge of the bureau’s film slide 
service, will give a report on the inves- 
tigation of visual education as applied 
to training agents, followed by a demon- 
stration of the first two films in the 
library on “Recruiting” and “Prospect- 
ing.” 

Niles Also to Report 

Henry E, Niles, assistant manager of 
the bureau, will give results of the study 
on “Early Production of Agents as a 
Guide to Success” during the second 
morning and a report on “Agency Pro- 
duction and Man Power” in the after- 
noon. Glenn S. Griswold, editor of the 
Chicago “Journal of Commerce,” will 
follow with a talk on the “Place of Re- 
search in Business Management.” The 
day will be concluded with a report on 
the investigation of a national advertis- 
ing campaign for life companies by M. 
A. Linton, vice-president, Provident 
Mutual, and chairman of the advertis- 
ing committee of the bureau. 

During the morning of the third day 
Roger B. Hull, managing director of 
the National Association of Life Un- 
derwriters, will speak on “What the 
Life Underwriter Is Thinking About,” 
and Dr. S. S. Huebner will be on the 
program with a talk on “The American 
College of Life Underwriters.” 

Supervision to Be Taken Up 


The remainder of the third day will 
be given over to a discussion of ‘“Super- 
vision of Agencies by the Home Office.” 
Philip Hewes of the bureau will sum- 
marize the bureau’s study of methods 
employed by home offices in the United 
States and Canada. Following this in- 
troduction, K. A. Luther of the Aetna, 
H. W. Manning of the Home Life and 
Frank L. Jones of the Equitable of New 
York will give their conceptions of the 
problem, with emphasis on fundamental 
principles rather than methods. 

In the afternoon a general discussion 
of the subject will be led by G. V. 
Kuehner, superintendent of agencies, 
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Connecticut Mutual 
Leader for Club Year 


— 








Gustav Gottlieb, who led the Conne 
ticut Mutual Life for the club year jus 
ended, in both premiums and __ live 
started his career as an errand boy fy 
a New York insurance brokerage fir, 

In 1915 Mr. 
Gottlieb went into 
the insurance bus- 
iness himself, 
starting with a 
friend of his in a 
very small office. 
In 1923 he joined 
Peter M. Fraser's 
New York agency 
of the Connecticut 
Mutual Life. At 
the recent Bigwin 
Island convention, 
Mr. Gottlieb: was 
presented with the 
Samuel T. Chase 
cup awarded to 
the leader in premiums, having writte: 
232 lives for premiums totalling $56- 
061 in one year. Actually, Mr. Gottliel 
also qualified as winner of the presi 
dent’s cup, awarded to the leader i 
lives. Since, however, not more than one 
cup may be awarded to the same agent 
the latter cup went to the next highest 
man. 

For the past two club years Mr. Gott. 
lieb has been a member of the millionaire 
corps. In 1926, he was the winner of the 
president’s cup, having written 217 lives 
Since 1925 he has ranked consistent 
among the company’s five leading pre- 
ducers. 


Mr. Gottlieb 


Continues as Secretary 
Until December Meeting 





RICHMOND, VA., Oct. 17.— Although 
his resignation as insurance commis 
sioner of Virginia becomes effective Oct 
15, Col. Joseph Button expects to com 
tinue as secretary-treasurer of the Nz 
tional Convention of Insurance Commis- 
sioners until the December meeting » 
New York when he will also resign this 
post which he has held continuously 
since 1917. Being a former president oi 
the commissioners’ organization he wil 
continue to be affiliated with it as a 
honorary member, this honor being at- 
corded all former heads of the organiza 
tion. On Oct. 15, Colonel Button 
becomes president of the Union Life o 
Richmond. 

In his letter of resignation to the stat 
corporation commission, Commissioner 
Button said: “It is with sincere regret 
that I sever my connection with a de 
partment that I organized 23 years age 
Particularly do I regret parting with 
those in the state government with 
whom I have been so pleasantly associ 
ated for many years. No state has 2 
finer corps of officers and employes 
They are honest, faithful and efficient 
and the wonder is that their servicts 
can be retained on the insufficient sal 
aries that are paid them. I trust that 
those in control of the finances of tht 
state can see their way clear to make é 
general increase in salaries all along th 
line, now that the state has entered 
upon such an era. of prosperity 
Although I am leaving the service ° 
the state, I shall always have nearest 
my heart her advancement along # 
lines.” 


_—_—__—— 


Travelers, and A. N. Mitchell, assistat! 
general manager, Canada Life. 
Sessions will be preceded by annva 
business meetings of executive commit 
tees of the two organizations on Mor 
day, Oct. 28. At the conclusion of ™* 
three day meeting, officers of both or 
ganizations will be announced. 








Fall is the time to read—have 2 Pel 
sonal copy of The National Underwrit®! 
sent to your home. 
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LIF E INSURA 


William Alexander Writes|| 
History of Equitable Life 





\ Brief History of the Equitable So- 
cety,” written by William Alexander, 
secretary of the Equitable Life of New 
York, is an interesting booklet giving 
a graphic outline of important events 
during - years of the society's growth. 

The Equitable Life was organized in 
5359. It was patterned somewhat after 
the Equitable Life of London, which 
antedates the American company by an 
even 100 years. The Equitable of the 
United States pioneered in many prog- 
ressive movements and reforms and to- 
ay, with $6,600,000,000 in outstanding 
jnsurance and over 2,000,000 policyhold- 
ers is one of the leading insurance in- 
stitutions in the world. 

Mr. Alexander writes largely from 
personal experience enlightened by a 
background of family predecessors with 
the company. His uncle, William C. Al- 
exander, was the first president of the 
Equitable and his brother, James W. 
Alexander, was the third president. 


Contrast With Early Days 


In chapters devoted to early struggles, 
Mr. Alexander recalls that on its first 
fay of business, July 28, 1859, fourteen 
policies were issued in its modest office 
consisting of a single rented room in a 
small brown stone dwelling on lower 
Broadway. There was no clerical force, 
all the work being done by four officers, 
one physician and two agents. Today 
the Equitable occupies most of the space 
ina 22 story building a block wide on 
Seventh avenue at 32nd street, New 
York City, in which there are nearly 
3,500 employes. Its agency force con- 
sists of nearly 11,000 representatives 
stationed all over the United States. 

Originated Incontestable Clause 


Clear characterization is given in the 
biographical tabloids of the various ex- 
ecutive heads of the society from its 
founder to the current president, Thomas 
I. Parkinson. Important business inno- 
vations are described in connection with 
the administrations in which they were 
introdwxed. Mr. Alexander records that 
the society was the first to simplify and 
liberalize the policy contract. By its ex- 
ample in adopting the one year “in- 
contestable clause” and paying claims 





upon receipt of proofs of 
death, the Equitable stamped out the 
“trade” practice, at one time notoriously 
prevalent, of contesting death claims on 
purely technical grounds. 

The ‘history points out that the Equit- 
able was the first life insurance conypany 
to adopt a program of education and 
training for its agents and it has since 
been very active in all movements to- 
ward elevating the profession of life un- 
derwriting to a higher plane. 


Devised 


immediately 


Group Plan 


The Equitable devised the group in- 
surance plan under which 6,500,000 
workers are now protected by low-cost 
insurance. The society was a pioneer in 
the development of “business insurance,” 
which was designed particularly for 
partnerships and close corporations. It 
devised the “home purchase” plan under 
which a home owner can guarantee the 
retirement of his mortgage on an in- 
stalment payment basis while he lives 
with the additional guarantee that pay- 
ment of the whole mortgage will be made 
by the life insurance company if he 
should die. 

The Equitable developed the “life in- 
come” plan and the “guaranteed invest- 
ment” plan, two outstanding forms of 
income insurance which give permanent 
protection to the family. It originated 
and developed a wide variety of contracts 
under which both men and women can 


make sure provision against the years 
of declining earning power. During all 
its history the Equitable has concen- 


trated upon service to its policyholders. 
Tribute to Henry B. Hyde 


Mr. Alexander deals interestingly with 
the great fire of 1912 which destroyed 
the Equitable’s old home office build- 
ing, then the pioneer among New York's 
skyscrapers and unique in that it had 
the first passenger elevator known in 
office buildings. Mr. Alexander pays 
tribute to the genius of Henry B. Hyde, 
the fownder of the society, and points 
out that but for his vision and courage 
in the early days, the dream of a strong 
financial enterprise dedicated to public 
service might have faded into history 
in its infancy. 








Federal Casualty’s Life 
Department Nearly Ready 


_ A life policy form that will be used 
'y the Federal Casualty of Detroit 
when its life underwriting department 
begins to function has already been ap- 


proved eight states and the District 
of Clum! bia and is now awaiting the de- 
cision of the New York insurance de- 
partment. When the New York ap- 
proval has been obtained the policies 
will be printed and distributed to the 
held torce and the writing of business 
will begin at once. The company plans 
to handle its life underwriting through 

present force and will confine its 
representation entirely to general agents 
‘rough the country and will estab- 
Pe BO inches. The company now 
p perates casualty and health depart- 
ments thirty-four states. All of 
— © be entered eventually with 
the life business. 5 

The ent plans are to confine the 


company 
States, ons 


activity to the northern 
rating from coast to coast, 





and company officials believe that the 
from ol life policies will begin in 
that Ac lo six weeks. The states 
~~ AL ¢ already approved the policy 
Die Inde California, Minnesota, 
-, n ia Michigan and Illinois, as 
‘as the District of Columbia. 
v L nnacd LR. *rsonal copy of The National 


sent to your home. 





Rules Y. M. C. A. Man Is Not 
Entitled to War Insurance 





Right of a World War Y. M. C. A. 
worker to war risk insurance was denied 
by the eighth circuit court of appeals in 
a decision declaring that federal courts 
do not have jurisdiction. Lewis Burling- 
ham sued the United States, declaring 
that he was an enlisted man in the army 
because he enlisted as a worker in the 
Y. M. C. A. from Minnesota and served 
over seas from May 15, 1918, to Feb. 
9, 1919. He claimed that he was not a 
civilian but was militarized, subject to 
all regulations applying to soldiers, and 
for this reason he should be regarded 
as an army enlisted man. He cited a 
decision of the Mixed Claims Commis- 
sion in 1926, that Y. M. C. A. men serv- 
ing with the A. E. F. were engaged in 
furthering military operations against 
Germany and could not be called 
civilians. 

Court’s Explanation 


The appellate court in refusing juris- 
diction declared, “appellant’s complaint 
is to say the least unusual and we are 
unable to find any rule or statute con- 
ferring jurisdiction on the United States 
court to adjudge and determine the 
matter as requested by appellant.” 


“What to Say,” by J. B. Duryea, con- 
tains actual interviews of big successful 
life insurance salesmen. Price, $1.50. 
Order from The National Undérwriter. 





NC E EDITION 





Writes History 














WILLIAM ALEXANDER 
Secretary Equitable Life of New York 


Northwestern Plans Series 
of Agency Gatherings 


MILWAUKEE, WIS., Oct. 17.—A 
series of meetings for agencies of the 
Northwestern Mutual Life of Milwau- 
kee is being imaugurated here, and a 
uniform program related to last year's 
efforts and providing for a logical and 
consistent development is being pre- 
pared. 

The meetings are being held under 
the charge of Assistant Superintendent 


of Agencies Russell P. Thierbach, 
suming responsibility for the eastern 
territory, Roger A. Clark for the central 
territory, and W. Ray Chapman, who 
is chairman of this activity for the 
year, having charge of the western 
zone. In addition to the assistant su- 
perintendent of agencies in charge, a 
member of some other department will 
appear at every meeting where such rep- 
resentation can be secured. 

Mr. Chapman and Joseph T. Gal- 
lagher, assistant superintendent of 
claims, will hold the first agency meet- 
ing at the J. A. Reinhardt agency in 
Spokane. Other meetings will be held 
at Myron H. O. Williams agency, Seat- 
tle, Nov. 8-9; L. F. Larson agency, 
Portland, Ore., Nov. 11-12; W. K. 
Murphy agency, Los Angeles, Nov. 18- 
19, and at the C. S. McMartin agency, 
Phoenix, Ariz., Nov. 22-23. 

A joint meeting of the E. J. Thomas 
agency of San Francisco, the W. A. 
Hewitt agency of Oakland and the UV. S. 
O’Connor agency of Stockton will also 
be held Nov. 15-16. 

Nelson D. Phelps of the agency de- 
partment and Dr. R. T. Gilchrist are 
holding local agency meetings in Iowa. 
Last week they were at the H. L. Wil- 
liams agency, Davenport, and W. M. 
McKercher agency at Sioux City. The 


as- 


J. C. Garland agency of Dubuque will 
hold its meeting in Mason City, and 
the home office men will be at this 
meeting on Friday, Oct. 11. 

The General Agents’ Association will 
meet at the home office Nov. 6-8. The 


committee comprises 16 general agents 
of the company, and the committee will 
take up plans for the zone conferences 
sponsored by the association, and other 
matters of importance relating to the 
interests of the association. 


Davidson Takes Des Moines Post 


Waid J. Davidson, who has served for 
the last two years as actuary for the 
Nebraska insurance department, ‘has re- 
signed and on Nov. 1 will become actu- 
ary for the National Life of Des Moines, 
removing to that city. He will probably 
be succeeded by Bernard B. Gribble, ex- 
aminer for the bureau. Mr. Davidson 
graduated from the University of Iowa 
in 1925, is 27 years of age, and a mem- 
ber of the Fraternal Actuarial Society 
and an associate of the American Insti- 
tute of Actuaries. He has been re- 
garded as a highly valuable member of 
the Nebraska department staff. 





A. L. C. Papers 
Well Prepared 


Unusually Fine Discussions De- 
velop in Cincinnati Annual 


Meeting 





STOCK INVESTMENTS UP 


Pros and Cons of Significant Problems 
in Business Are Presented 
By Leaders 


17.—Matters of 
importance 
Life 
vention members at the annual meeting 


CINCINNATI, 
than 


Oct. 
ordinary occu- 


Con- 


more 


pied attention of American 


here this week. 

As a result of the keen 
gendered by theavy disability payments, 
the suggestion that life 
permitted to purchase common stocks, 
etc., extra effort appears to have gone 
into preparation of the A. L. C. papers. 

Chief interest centered in the question 
of stock investments, which was elab- 
orately surveyed from both the negative 
and affirmative viewpoints. 

Because the problem has been treated 
more often from the negative standpoint, 
perhaps the fine analysis of Robert H. 
Loomis, member of Shaw, Loomis & 
Sayles, Boston, on the subject, “Should 
the Portfolio of a Life Insurance Com- 
pany Include Common Stocks?” was 
one of the most valuable contributions 
at the meeting. 

He stated, as did others who spoke on 
the subject, that safety is the most im- 
portant factor, but he said that to invest 
the best of a company’s assets in fixed 
obligations disregards the element of 
growth which is an element of safety, and 
also disregards changes that have come 
to stocks and bonds. Mr. Loomis said 
he hoped that American life companies 
eventually would have a part of their 
funds invested in this country’s premier 
common stocks. 


Arnold 


interest en- 


companies be 


Takes Negative 


But another paper to which the mem- 
bers listened with considerable interest 
was that of H. B. Arnold, president of 
the Midland Mutual Life of Columbus 
and past president of the A. L. C., on 
“Investment of Policyholders’ Legal Re- 
serve Funds.” Mr. Arnold treated this 
subject, which is absorbing the interest 
of the entire profession both in home 
office and field, and which is one of the 
major issues before the National Conven- 
tion of Insurance Commissioners, from 
the standpoint that even the soundest 
and wisest of investors always have 
made mistakes on occasion, even though 
they may have inside information and 
may have made thorough analysis of 
conditions in an industry or particular 
business before deciding to buy or sell. 

He said this is the whole question: 
That values of stocks undowbtedly al- 
ways will recover after a drop, but that 
if life companies would invest in them 
they would be constantly confronted 
with the problem when to buy and when 
to sell 

Arnold Views Ill Effects 


More than that, he saw a shock to 
business which would reach its very 
foundations if the billions of dollars of 
life insurance assets should be with- 
drawn and plunged into stock invest- 
ments. He said the effect upon the 
existing economic structure would be 
too far reaching to be apnreciated and 
that billions of dollars might be with- 
drawn from the loan field, resulting in 
increases in interest rate and in a storm 
of public opinion and hostile legislation. 

Problems of personnel were taken up 
by Edward E. Reid, managing director 
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CHICAGO 


An established partici- 
pating company with 
a good dividend record 
solicits confidential 
correspondence from a 
high grade life insur- 
ance salesman with a 
view to building a gen- 
eral agency in Chicago. 
Must be a good per- 
sonal producer and 
willing to stress person- 
al production from the 
start while giving sec- 
ondary attention to 
agency building. One 
well acquainted with 
the city preferred. 


Address N67, care The 
National Underwriter 


of the London Life, London, Canada, in 
his address on “The General Problem 
of Home Office Management.” Mr. Reid 
dealt with matters affecting the health 
and working conditions of home office 
employes. He said he was surprised in 
inspecting several offices to find that lit- 
tle attention had been paid these most 
important matters, some companies hav- 
ing failed to suppress unusual noises in 
certain operations, particularly in punch- 
ing, so that employes were constantly 
under nervous strain. 

He said, also, that not enough atten- 
tion had been paid to health conditions, 
particularly in weeding out unfit em- 
ployes from the start and also in teach- 
ing staffs how to retain their health 
rather than how to regain it. 


Younger Welcomes A. L. C. 


Superintendent C. S. Younger of Ohio 
welcomed the convention Wednesday 
with the declaration that the companies 
represented there had acepted the re- 
sponsibility of administering life insur- 
ance estates with full knowledge and 
realization of the fact that there is no 
more sacred trust than that which is re- 
posed in life insurance companies by the 
states. He said the investment part of 
the business is one of the most impor- 
tant factors in it today, but nevertheless 
the primary phase is protection. 

Distribution of life insurance is one 
of the outstanding problems of the day, 
H. H. Armstrong, vice-president of the 
Travelers, stated in his address Thurs- 
day in the Agency Section, opening a 
discussion on “The Home Office and Its 
Agency Department.” He said, theoreti- 
cally there is no limit to the output of 
policies, but that actually the business 
can progress only so fast as its agents 
can deliver policies. One of the chief 
curses of the business is agency turn- 
over, he said, and serious thought must 
be given to this in the future. 

E. S. Albritton, vice-president and 
manager of agencies of the Southern 
States Life, Atlanta, registered a plea for 
freedom of thought and action in home 
office agency departments, in the discus- 
sion. He said every agency department 
should have a strongly centralized con- 
trol in the hands of a manager with con- 
siderable experience and given free rein. 
A competent auditor is another essential. 

James A. McVoy, president of the 
Central States Life of St. Louis, declared 
in this discussion that the genius that 
builds is also capable of destruction, and 
therefore that tender watch should be 
maintained over the agency department. 

Still another discussion was led by W. 
W. Jaeger, vice-president and director of 
agencies o° the Bankers Life, Des 
Moines, on the subject, “What Shall We 
Do for the Agent Besides Giving Him 
a Contract and Rate Book?” In addition 
this was discussed by J. J. Moriarity, 
vice-president, Missouri State Life, and 
Ted M. Simmons, manager of United 
States agencies, Pan-American Life. 

Mr. Jaeger believes that companies 
should furnish agents with the best 
“tools” possible to obtain, and that an 
effective direct mail service is one of the 
greatest aids. 


Agents Are “Life Blood” 


Mr. Simmons took part in the discus- 
sion, declaring service to agents is the 
all important issue now, because they 
are the life blood of the business. 

Mr. Moriarity declared that better 
methods than in the past are required 
today. 

The farm mortgage situation from the 
viewpoint of “Managing Farms” was 
commented on by C. G. Worsham, su- 





pervisor of farm mortgages for the Con- 
necticut General. 
he says has only a small percentage of 
its total investments in real estate, 


farm management business by “frozen” 
loans. Experience of this company is 
net earnings of only 1.1 percent on 190 
farms, although total net income was 
$212,266. 
surance, supervision and miscellaneous 
expenses amounted to $181,642. 

Four watchwords of life insurance of 





His company, which | fumes 


nevertheless has been forced into the | Offner had placed two letters, 


| 


Mr. Worsham said taxes, in- | 


Lincoln, first vice-president and gener 
counsel of the Metropolitan Life—q. 
operation, collaboration, interchange y 
ideas, and inter-relation of activitig 
He said this should extend to outsiy, 
activities as well in providing the », 
tion’s welfare. 

Walter W. Head, president of th 
State Bank of Chicago, painted a fa 
tastical picture of life 500 years heng 
He said the progress of mankind up 
the present indicates imagination may } 
permitted to run wild in future, witho, 
fear of exceeding the mark of achiew. 
ment, and that this applies as well 
life insurance as to any other humz 
activity. 

Observations on the new accountir; 
system installed by the Connecticy 
General in 55 of its offices scattered ove 
the United States were made by Georg 
W. Skilton, comptroller of the compan 
Mr. Skilton’s paper comprised an y. 
usually fine analysis of a highly technic 
side of the business, which is of grey 
importance because it affects the re). 
tions between home office and field me 


Says Errors Are Reduced 


He said the result of installation of thy 
system has surpassed the company’s a. 
pectations. There has been a decided 
reduction in number and amount of ¢. 
rors on reports, Mr. Skilton said. 

Philip Burnet, president of the Cont. 
nental American Life of Wibhningto: 
Del., took up a subject vital to all con. 
panies, that of “Budgeting in a Life |b. 
surance Company.” In this address lx 
told of the method employed by his om 
company, which, he said, has results 
in a substantial additional surplus wit 
which the company has been able to ix 
crease policy dividends and reduce n¢ 
costs even below the point at which tk 
company originally aimed. 

is was made possible because tk 
assumptions taken in the budget plz 
were conservative, he said. The for 
items in the Continental Americar’ 
budget plan are: Investment, mortality 
agency and general expenses. 


Message from Coolidge Read 


John M. Laird, vice-president Co 
necticut General and chairman of tk 
program committee, read the messagt 
from Calvin Coolidge to the conventic: 
This message, in form of a typewriter 
letter, has been photographed and wa 
distributed at the gathering. 
Commissioner Ray Yenter of low 
chairman of the executive committee ¢ 
the National Convention. of [nsurant 


Commissioners, spoke briefly. Jesse } 
Clark, president Union Central Lit 
John Barker, vice-president and gener 
counsel Berkshire Life, and Maj. A. = 
Tuck, assistant secretary Equitable Lit 
of New York, represented the Lit 


Presidents Association, Mr. Clark bein 
the spokesman. Roger B. Hull, man 
ger and general counsel National Asse 
ciation of Life Underwriters, representt 
his organization. Mr. Hull on Thursca 
gave the address that he delivered at !™ 
annual meeting of his association @ 
Washington, D. C. T. F. Cunneet 
manager of the insurance department © 
the United States Chamber of 0 
merce, spoke for his institutio: 


Offner Is Found Dead 
Isaac H. Offner, 52, general agent 


Milwaukee for the Massachusetts M* 
tual Life, was found dead Tues 
morning in the garage back o! his hom 
Mr. Offner was seated in his autom 
bile. The garage doors were clo 
the motor running and carbon mono 
filled the building. Coro 
Grunman declared it a case of sulci 
Beside him on the seat of the car * 
one a 

dressed to his wife and the other 
Walter Georg, cashier of the Nato 
Bank of Commerce. Mr. Georgs 
contained a request merely asking 
he look after Mr. Offner’s a‘fairs. ** 
| Offner told the coroner that as fa 4 


| 


the future were stressed by Leroy A. | ficulties. 


5 in go 


she knew her husband was. sf 
1siness ¢ 


health, and she knew of no 
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California State Life 
Divides Agency Duties 





READJUSTMENT IS ANNOUNCED 


Frederick Faulkner, Assistant Superin- 
tendent of Agencies—Maret and 
Brown Take Up New Work 





President J. Roy Kruse of the Cali- 
fornia State Life has announced a re- 
organization of the home office agency 
department of his company which in- 
yolves some new appointments and re- 
adjustment of duties. The agency de- 
partment, which since last February has 
been under the direction of James L. 
Collins as superintendent of agencies, 
has been divided into four sections. 

Frederick Faulkner, heretofore super- 
intendent of field service, has been ap- 
pointed assistant superintendent of 
agencies and will become an active aid 
to Mr. Collins in development and super- 
vision of the agency forces. At the 
same time he will have charge of the 
bureau of field service and education, as 
well as retaining for the present charge 
of advertising and publicity. me 

Will Strengthen Conservation Work 


Benton Maret, who was agency direc- 
tor throughout 1928, will henceforth de- 
vote all his time to greater development 
and the conduct of the conservation 
bureau. Some three years ago Mr. 
Maret originated the conservation bureau 
in California State Life and demon- 
strated its practical values. The policy 
of the company now is to strengthen 
conservation activities, with the certain 
knowledge that it will prove effective 
for reducing lapsation in first year busi- 
ness, 

Supervision of accounts of agents and 
agencies and the handling of first year 
business, including the collection of first 
year acounts, will be under Carl O. 
Brown, who has been charged with these 
duties for the last four years. Increase 


in the production of the company and | 


consolidation of acounting in the new 
business department has greatly in- 
creased the importance of this bureau. 
Mr. Brown has had successful experi- 
ence both as an underwriter in the field 
and in banking. 


Open Forum On Trusts 


to Be Held in New York 


More than 100 out-of-town bank and 
trust ofhcers, and New York life un- 
derwriters enrolled with the Equitable 
[rust Company of New York as author- 


ized to place insurance trusts with it, 
have been invited to a three-day trust 
devel ment conference in the Astor 
hotel, Oct. 21-23 under the auspices of 
the trust 


© ust company. 


List Prominent Speakers 


It will be a huge forum on the life 
msurance trust. Speakers include 
Thom I. Parkinson, president Equit- 
adle Lite of New York; E. I. Low, 
Presid t Home Life of New York; 
Reuben Lewis, executive manager trust 
com} division American Bankers 
Asso nm; Roger B. Hull, managing 
direct National Association of Life 
Un ler\writers; John A. Stevenson, Fenn 
Mutu: Graham C. Wells, Provident 
Mutual; Nathaniel H. Seefurth, presi- 
dent itional Service Publications; 
Archer Cram of Murray, Aldrich & 
rran ; Clinton Davidson, president 
“State nning Corporation, and Irwin | 
D. Her: Ider, technical adviser George 
H. Be Company. 

Bruce Barton on Program 

The ference will close with a ban- 
quet the last evening at which C. A. 
Austin, pr sident of the Equitable Trust, 
Wil speak and several talks will be 


broadcast 


; Bruce Barton is among the 
Outside 


eakers listed for the session. 























Takes Higher Post 














FREDERICK FAULKNER 
Appointed Assistant Superintendent of | 


California State Life 





A. & H. Managers’ Clubs 


in National Organization 





DETROIT, Oct. 17.—The National 
Association of Accident & Health Man- 
agers Clubs was formed at a meeting of 
accident and health men held in Detroit 
Monday evening. The session at which 
the national organization was launched 
took place immediately after the annual 
meeitng of the Accident & Health Man- 
agers Club of Detroit. 


Collins Made President 


J. P. Collins, secretary of the Detroit 
club, was elected the first president. Mr. 
Collins is agency supervisor of the Na 
tional Casualty of Detroit. Eight re- 
tional vice-presidents, whose duty it 
will be to look after the interests ot the 
national association and the formation 
of local clubs in their respective terri- 
tories, were elected as follows: 

New England states, W. J. Morrisey, 
Boston; middle Atlantic states, William 
W. Schang, Newark, N. J.: souther: 


states, William M. Burke, Ashland, Ky.; 


| south central states, A. C. Grunz, Little 


Rock, Ark.; southwestern states, J. C. 
Combs, Dailas, Tex.; western states, 
Douglas Marks, Kansas City; Pacific 
states, M. O’Sullivan, San Francisco, 
and Great Lakes states, Donald Drury, 
Chicago. 

Geor-e Brown is Secretary 


George Brown, general agent for the 
Continental Casualty in Detroit and sec 
retary of the Michigan Association oi 
Insurance Agents, was named 


| 


secre- | 


tary-treasurer. W. D. Mead, represent- | 
ing the Pacific Mutual in Seattle and } 


president of the Seattle club, was elected 
chairman of the executive committee. 
The executive committee consists of 


Henry B. Fowler, Boston; F. A. Rus- | 


sell, Des Moines; J. F. DeMerit, Exeter, | 


N. H.; H. J. Bisch, Toledo; R. W. 
Rowland, Detroit; E. G. 
Lansing, and E. H. McFarland, Detroit. 
President Collins will serve as an ex- 
officio member. 

Four clubs particinating in the charter 
membership, Los Angeles, Chicago, 
Seattle and Detroit, and two more of 
the eight existing clubs have the matter 
of national affiliation now before them 
for consideration. 





HE ECONOMICS OF LIFE IN- 
SURANCE—By Dr. S. S. Huebner. 
ey ee Te ee Price $2.50 
This book deals with what might possibly be more 


truiy cailed the economic benefits and advances that 
life insurance gives Order from The National 
Underwriter, A1946 Insurance Exchange, Chicago 
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The Pyramid 
Life Insurance 
Company of 
Missouri 


Offers you a General Agency 
of your own, 

For men who have reached 
the limit of present opportunity 
we have the old time General 
Agents Contract with the 
added feature of a constantly 
increasing income through 
yearly renewals. 

Territory open in Missouri, 
Kansas, Texas, Arkansas, 
Iowa, Oklahoma and Illinois. 


LIFE INSURANCE 
COMPANY 
John G. Hoyt, President 
Security Building 
Kansas City, Missouri 
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General Agency 


LOUISVILLE 


% KENTUCKY 


and adjacent territory 





Liberal First-Year Commission 
Splendid Non - Forfeitable Renewals 


Generous Expense Funds 





The man we seek is one who is successful. 
He is probably one whose further progress is 
hampered by prevailing circumstances over 
which he has no control. He is ambitious, 
farseeing, and energetic. He knows how to. 
organize and inspire a sales force. His health 
is good. His character is satisfactory. This 
man has a worthwhile opportunity awaiting 
him in our staff of General Agents. 


We assist our General Agents in securing 
salesmen. Our Sales Promotion service helps 
the individual producer. 

We write low net cost Participating and 
Non-Participating insurance on both sexes, 


from 30 days to 65 years of age. Our Juvenile 
plans are leaders of value. 


It will pay you to investigate this attractive 
opening to advancement for yourself. 


Address Confidential Inquiry to 


E. S. ALBRITTON 
Vice-President and Manager of Agencies 


THE 


SOUTHERN STATES 


LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 





ALL DIXIE (3 OUR FIELD 





Wilmer L. Moore, President 














Drafts 10 Rules Relating 
to Cancelling of Policies 





Shepard Bryan, associate counsel of 
the Southern States Life, Atlanta, in a 
lengthy review of American court de- 
cisions affecting cancellation of life in- 
surance contracts, delivered before the 
Legal Section of the American Life Con- 
vention in Cincinnati this week, drew 
10 conclusions all pointing to the right 
of organized society to undo any wrong 
done by a member of society, and thus 
of a life insurance company to cancel 
for cause. Mr. Bryan’s conclusions fol- 
low: 


Should Resort to Courts 


“IT am convinced that insurance com- 
panies should practice invoking the 
power of a court of equity to cancel con- 
tracts obtained by material false state- 
ments whenever ‘the facts warrant such 
a course. I think the following conclu- 
sions are justified from what I have 
said: 

“1. Cancellation is not only an equit- 
able but a righteous remedy, and when 
an insurance company has a claim made 
against it on a policy obtained by false 
material representation, this remedy 
should be invoked. 


Basie Law Is Uniform 


That while there is a conflict of 
authority among the many state courts 
and while there are varying statutes re- 
lating to representations and warranties 
contained in applications for insurance 
policies, nevertheless, there runs through 
all the statutes and all the decisions the 
fundamental ethical principle that a con- 
tract obtained by false material state- 
ments consciously made should be set 
aside and that a court of equity will set 
aside such contracts upon a _ proper 
showing. 

“3. That ithe equitable or ethical prin- 
ciple of good faith rests equally upon the 
applicant and the insurance company; 
that the relations between the insured 
and the insurer demand fair dealing by 
both parties. 

“4. By the consistent practice of ask- 
ing for cancellation in cases where the 


“sp 


insured is not entitled to recover, the 
insurance companies will ultimately es- 
tablish with the judges and the courts 
profound respect and high regard for 
their good faith in their efforts to pro- 
tect the trust funds held by them. 

“5. I have indicated my opinion of 
the desirability of filing in the federal 
courts cancellation bills, whether orig- 
inal bills or equitable pleas in the nature 
of original bills. In this way there will 
be worked out a uniformity of decisions 
of benefit to the insurer and the insured, 


Refers to Application 


“6. I think another conclusion to be 
drawn is that the application should em- 
phasize to the applicant, even more than 
it does, the fact that he is entering into 
a contract and that his statements must 
be full, complete and true. 

“7. I think that there should be a 
uniform form of application, made up 
with absolute fairness to the applicant 
and to the insurer. In this application 
I would include the specific agreement 
upon ‘the part of the insured that the 
falsity of his answer to any questions in 
the application or any questions pro- 
pounded to him by the medical examiner 
would bar his right to recover under the 
policy. 

Makes Another Point 

“8. It is to be borne in mind that a 
contract of insurance is to be construed 
hy the general commercial law enforced 
by the federal courts and that these 
courts are free ito exercise their own 
judgment independently of state deci- 


| sions. 


“9. It will thus be possible and quite 
probable that cases involving the some 
facts in the same state will reach differ- 
ent conclusions where the policy in one 
case is less than $3.000 and in the other 
case exceeds $3,000. 

“10. That a consistent use of the 
federal courts of equity will make for 
the establishment of uniform rules of 
construction and to the vindication of 
the true meanine and purpose of the in- 
surance contract.” 








Denies That Group Cover 
Handicaps Older Worker 





NEW YORK, Oct. 10.—An answer 
to the criticism frequently voiced that 
group insurance is a factor in old age 
unemployment was made by Vice-Presi- 
dent William J. Graham of the Equita- 
ble Life of New York in his talk before 
the National Association of Manufac- 
turers Tuesday. Mr. Graham based his 
findings and his remarks on the results 
of an inquiry among several hundred 
group patrons, taking them as represen- 
tative of the market and reflecting the 
situation nation-wide. It was his con- 
clusion that group insurance and pen- 
sions do not play an important part in 
keeping the older man out of employ- 
ment, but that a negligible total of 1 
percent of employers fixed the hiring age 
limit because of group insurance, and 
only 1 percent because of pension plans. 


Really Aid to Old Employes 


Otherwise, the great army of em- 
ployers fixed age limits for personal or 
operating reasons entirely and, as a mat- 
ter of fact, group insurance and pen- 
sion plans constitute one of the great- 
est modern aids to the old employes, 
rather than a handicap, he said. 

“What industry is doing for these men 
over 45 can not be unrelated to what in- 
dustry is doing for the younger man and 
woman, the potential older workers of 
a day to come. What rearrangements 
must be made in industry with reference 
to untilizing all workers within the 
limit of their capacities, and conversely 
in reassorting by means of a shorter 





Guaranty Life Started 
by United Thrift Plan 





A new life company has been organ- 
ized in New York City, being identified 
with the United Thrift Plan. This in 
stitution will own 45 percent of the 
stock. The Guaranty Life was estab- 
lished primarily to handle wnder am 
agency contract the insurance sold by 
the United Thrift Plan. It will have 
capital of $150,000 and surplus of $7! 50 
000. The actuary declares that this wil 
enable it to write $20,000,000 of :msur- 
ance a year. It is stated that about $15- 
000,000 insurance will be turned overt 
the Guaranty Life during the present 
year by the United Thrift Plan. It will 
not employ agents. 


——_ 








week allotted leisure to all workers, " 
a problem that we can fortunately work 
out while advancing the security of the 
worker against the loss of the pay ° 
velope from untimely death, from sic 
ness and accident and from super: annie 
tion, foreseen and discounted by order! 
savings and pension plans part! icipated 
in alike by employe and emplover. 

“Group insurances, including life, ds 
ability and pensions, are not the cause 
of the ills which beset theolder worker 
—they are largely the cure.’ 


“The Investment Trust Service of Life 
Insurance,” by Albert G. Borden brings 
out, (1) The creation of an estate, and 
the administration of one. _ Price 
$1.50. Order from The National Under 
writer. 
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NEW YORK NEWS 











SEMINAR IS PLANNED 


Union of the opportunity of talking 
and teaching with listening and learn- 
ing is given New York life underwriters 
in the elaborate “Seminar” planned for 
Nov. 12 by the New York Association 
of Life Underwriters in cooperation with 
the life insurance training course of New 
York University. An all day session is 
planned with five definite speakers se- 
lected from the leaders in life insurance 
in the country and a hundred eminent 
feld men adding their views and ideas 
on life insurance salesmanship. It will 
be an open forum exchange of ideas in 
which all present may engage and from 
which they may profit. The leaders 
scheduled are John A. Stevenson, Ralph 
Engelsman, Leon Gilbert Simon, Hor- 
ace H. Wilson and James Elton Bragg, 
all New Yorkers but all men with a na- 
tional reputation as life underwriters and 
educators. 

* * * 
AGENCY IS PROSPERING 


The Isadore Freid general agency of 
the New England Mutual Life in New 
York City has been making remarkable 
progress this year and has already out- 
grown its present quaraters in the in- 
surance center near Times Square. 
Space has been taken in the new Lincoln 
Building, which will open after the first 
of the year in the Grand Central Ter- 
minal section and the agency expects 
to move there in April. In the first nine 
months of this year, Mr. Freid has writ- 
ten 134 percent of his entire year’s quota 
and is still going strong. One of his 
star producers is Joseph H. Minden, who 
recently wrote $500,000 on each of two 
partners to protect their seats in the 
Stock Exchange and in addition $375,- 
000 personal insurance on each. The 
agency has already qualified three men 
for the annual company agency conven- 


tion at Biloxi, the most of any single 
agency in the organization. 
us 
YEAR OPENS AUSPICIOUSLY 


The New York Association of Life 
Underwriters began its 1929 season aus- 
piciously last week with an attendance 
of about 1,000 at the regular monthly 
dinner meeting. Julius H. Barnes was the 
attraction in the way of speaker, but that 
was not the sole reason for the huge 
turnout. The new administration is set- 
tng on its new program with energy 
ane promises to maintain past accom- 

lishment and add to them. William C. 
ineten the new executive secretary has 
quickly become a part of the organiza- 
tion and the meeting was a reflection of 
is strenuous efforts. He was the one 
argely responsible for leading a record 
rational convention delegation of 100 to 
Washington, D. C. And he promises 
tven greater meetings for the future. 
John C. McNamara, general agent of 
the Guardian Life and president of the 
association, is taking a keen and per- 
sonal interest in the organization and 
's searching out all available means of 
Perlecting its operations. To continue 
the high caliber of speakers for their 

monthly meetings, they have secured 

Arthur W. Loasby, chairman of the 
board of the Equitable Trust Company 


of New York, for the next meeting on 
Nov. 12, _ topic to be “Characteristics 
t New York Estates.” That coming 
on the evening of the all-day “Seminar” 


to be stage d by the association, promises 
a fitting close to that event and also 
Promises an unusually large turn-out, in 
ect an all day sales congress. 
xk * x 
GUESTS OF PRUDENTIAL 


Several hundred notables of life in- 
“_ and the business world gathered 
i e home office of the Prudential 
Monday noon for the 54th anniversary 
Then and luncheon of the company. 

r entire official family of the Pruden- 
oe present as hosts and the guests 

uded the leaders of all neighboring 


hadi Vote to Increase 


Capital of Federal Life 
RAISED FROM $300,000 to $500,000 


No Surplus Premium Tacked on Plan 
Passed to Stockholders for 
Approval Nov. 15 


Capital increase of the Federal Life of 
Chicago from $300,000 to $500,000, just 
recently voted by the directors, will be 
submitted for approval by stockholders 
at a meeting called for Nov. 15. Officers 
stated this week that the object of the 
financing is to place the capital structure 
on a _ scale commensurate with the 
greatly increased size and scope of the 
Federal. 

Plan $1,000,000 Later 


iIt is said to be the object of officers 
and directors to put through still an- 
other increase in good time, with the 
next aim $1,000,000 capital. It is be- 
lieved that the Federal, occupying as it 
does an important place in life and acci- 
dent and health, is not adequately capi- 
talized at the old $300,000 mark which 
has been in force for a considerable time. 

An interesting aspect of the directors’ 
move is that the new stock, consisting of 
$2,000 shares, will be sold only to stock- 
holders, and at par. 

Whereas usual practice in raising ad- 
ditional capital is to tack on a premium 
in the price so that a substantial amount 
may be obtained for additions to surplus, 
and stockholders in successful carriers 
are glad to pay the increase, this ele- 
ment of financing has been left out of 
the Federal’s plans for the addition. The 
new stock will be sold at $100 a share 
to present stockholders on the basis of 
two new shares for each three now held. 


Revenue Act Provision Unconstitutional 


In Independent Life vs. Commissioner 
of Internal Revenue, the United States 
Board of Tax Appeals holds Section 
245(b) of the revenue acts of 1921, 1924 
and 1926 unconstitutional for the reason 
that this section levies a tax on the 
rental value of real estate owned by in- 
surance companies irrespective of the 
actual net income therefrom, rendering 
the tax thereon a direct tax on the realty 
itself, and not upon income, without ap- 
portionment, in violation of Article I, 
Section 9, of the constitution. 

The board’s decision in this case is 
its first where the constitutionality of a 
provision of the revenue laws has been 
decided without the same question hav- 
ing been previously passed upon by a 
higher tribunal. 


C. of C. Insurance Committee Meets 


insurance committee of the 
Chamber of Commerce of the United 
States met in Columbus, O., this week 
in connection with the sessions of var- 
ious officials and committees of the or- 
ganization. T. F. Cunneen, manager of 
the insurance department, was in 
charge of the meeting. 


The 








insurance companies, as well as many 
eminent in state politics and industrial 
and commercial activities. There was 
no speaking, it being an informal recep- 
tion, as is customary on the anniversary 
of the founding of the company. Among 
the insurance executives present outside 
of the Prudential’s own official family 
were: John R. Hardin, president, E. E. 
Rhodes, vice-president, and Oliver Thur- 
man, vice-president of the Mutual Bene- 
fit Life; C. Weston Bailey, president, 
and Frederick Hoadley, secretary, Amer- 
ican Insurance Company; Edward N. 
Waldron, president Eagle Fire; Neal 
Bassett, president Firemen’s Insurance 
Company; A. Duncan Reid, president 
Globe Indemnity; E. J. Heppenheimer, 
president, and John Nevin, medical di- 
rector, Colonial Life; George T. Wight, 








No. 8 of a Series 


tions in January, 1930. 


Just one of the many reasons why 
representatives are happy and successful. 


und! 


CEDONS 


Se cone me & Se 


AMERICAN C ENTRAL 


American Central 





Only those who play the game and love the exhilara- 
tion of the glorious outdoors can appreciate the joy of a 
round of golf over a course that possesses all the natural 
scenic charms of that at Biloxi, Mississippi. 
it all, the wonderful tang of the brisk sea air alone will 
chop six strokes off your game! 


And to cap 


For it is at Biloxi that members of the American 
Central Field Club will spend their well-earned vaca- 


It will be a reward for another 
year of exceptional production, coupled with unusual 
renewal of business already written—two fundamental 
requirements that, combined, measure the intrinsic value 
of the underwriter’s service to Company, client, and self. 











manager Life Presidents’ Association. 
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New York Life 


Directors 


The success of any Company is primarily a matter of 


management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 


LAWRENCE F. ABBOTT..... Director Valentine & Co. 
JOHN E. ANDRUS ........ eteutuce .....-Manufacturer 
oo OA, rrr rr errr Textiles 
CORNELIUS N. BLISS......... Commission Dry Goods 
MORTIMER N. BUCKNER } haitnat of Board. New 
THOMAS A. BUCKNER..... wewendeoees Vice-President 
Pres’t Columbia Uni- 
NICHOLAS MURRAY BUTLER { versity 
CALVIN COOLIDGE ‘hare ae the United 


GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. 


WALTER W. HEAD...... Pres’t State Bank of Chicago 
CHARLES D. HILLES........ sbeeee Insurance Manager . 
ALBA B. JOHNSON.......... Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON Pres’t Chemical Bank & 
Trust Co. 
WILLARD V. KING ee OGSene Saeed, Stag 
DARWIN P. KINGSLEY.............0cecec:. President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
JOHN G. MILBURN...... shite wianenaony: Lawyer 
GERRISH H. MILLIKEN...... Deering, Milliken & Co. 


FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL oe aa my Co., Pub- 


Chairman of Executive 

GEORGE M. REYNOLDS Joie "Bank . 
Chicago 

HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 

JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


RIDLEY WATTS..... | Sey Waste & Co. Dry Goods 





NEW YORK LIFE INSURANCE COMPANY 


MADISON SQUARE, NEW YORK, N. Y 
DARWIN P. KINGSLEY. . . . President 
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Big Convention 
Is Impressive 


(CONTINUED FROM PAGE 3) 


arranged for by Secretary and General 
Counsel Claris Adams as he is soon to 
take his new position as executive vice- 
president of the American Life of De- 
troit. Mr. Adams, during the two years 
he has had charge of the convention, has 
made a pronounced success. He is per- 
sonally most popular and has attracted 
wide attention by his unusual attain- 
ments. 

Hereafter the work of the convention 
will be given over to two directing 
heads, Judge Byron K. Elliott of Indian- 
apolis, who retires from the superior 
court of his city to become manager and 
general counsel of the American Life 
Cvention. In order to provide larger 
service, the organization divorces the 
secretaryship from the office of general 
manager and places Wendall fhiilips 
Coler of Detroit, who is actuary of the 
Maccabbees, as secretary and actuary. 
Both men were present this week and 
were introduced at the Legal Sec- 
tion by Mr. Adams and later were pre- 
sented to the convention proper. 


Wednesday's Meeting 


The large meeting opened Wednesday 
morning with Clarence L. Ayers, presi- 
dent of the American Life of Detroit, 
who is head of the American Life Con- 
vention, presiding. The only welcome 
came officially from Ohio with Judge 
Charles S. Younger, superintendent of 
insurance, extending the greeting. 

Ot paramount importance and special 
significance was the message of ex-Presi- 
dent Calvin Coolidge, who is a director 
of the New York Life, sent to the 
American Life Convention directed to 
John M. Laird of the Connecticut Gen- 
eral Life, chairman of the program com- 
mittee, which was read at the first ses- 
sion. At this session President Ayers 
gave his address and Secretary Adams 
presented his report. 


Home Office Management Program 


At the afternoon session Wednesday 
Walter W. Head of Chicago, who is 
president of the State Bank of that city 
and is tormer president o: the American 
Bankers’ Association, gave an address. 
The rest of the afternoon was taken up 
by the home office management section, 
Roy M. Jones of the Atlantic Life, the 
chairman, presiding. There were two 
addresses given, one by Philip Burnet, 
president o: the Continental American 
Life, on “Budgeting in a life Insurance 
Company,” and the other by Managing 
Director Edward E. Reid of the London 
Life of Canada on “The General Prob- 
lem of Home Office Management.” 

In the evening the three sections held 
separate sessions. Robert J. Merrill of 
the United Life & Accident presided 
over the financial section. There were 
two set talks. The first was by C. G. 
Worsham, supervisor of farm loans of 
the Connecticut General, on “Managing 
Farms” and the other by George C. 
Holmberg. treasurer of Northwestern 
National Life, on “Diversification of In- 
vestment Risks.” 

Mr. Jones presided over the home 
office ‘management meeting, there being 
one address, it being by G. W. Skilton, 
comptroller, Connecticut General Life on 
“A New Accounting System Between 
Home Office and Field.” 


Agency Section Meeting 


W. T. O'’Donohue of the Tefferson 
Standard, the chairman, presided over 
the agency section. This session was in 
the nature of a round table discussion of 
agency topics. The agency section with 
Mr. O’Donohue in the chair occupied all 
Thursday morning. Vice-President H. 
H. Armstrong of the Travelers spoke on 
“The Home Office and its Agency De- 
partment.” There were discussions by 
Vice-President E. S. Albritton of the 
Southern States Life and President 
— A. McVoy of the Central States 

ife. 

At this meeting W. W. Jaeger, vice- 
president of the Ranters life of Des 


Moines, spoke on “What Shall We Do 





for the Agent Beside Giving Him a Con. 
tract and Rate Book?” The discussion 
of this address was led by Vice-Presj. 
dent J. J. Moriarty, Missouri State Life 
and Ted M. Simmons, agency manager, 
Pan American Life. 

Following the agency section, the gen. 
eral convention held a meeting in the 
afternoon, there being one set addres; 
it being by First Vice-President LeRoy 
A. Lincoln of the Metropolitan Life op 
“Life Insurance in the National Bus). 
ness Structure.” 


Financial Section Meeting 


After that the financial section hel 
forth with Mr. Merrill in the chair, 
There were two outstanding addresses 
at this meeting. The first was by R. H, 
Loomis of Boston on “Should the Port. 
folio of the Life Insurance Company In. 
clude Common Stocks?” President H, 
B. Arnold of Midland Mutual Life of 
Columbus, spoke on “The Investment of 
Policyholders Legal Reserve Funds.” 

The convention proper on Friday 
morning had scheduled three very in- 
teresting addresses concerning topics in 
which every company executive is vitally 
interested. Col. C. B. Robbins, president 
of the Cedar Rapids Life and former 
Assistant Secretary of War, spoke on 
“Should We Exclude the Aviation 
Hazard.” In order to give proper at- 
mosphere to his subject Colonel Robbins 
flew from Cedar Rapids to Cincinnati 
Sunday in an army airplane, covering 
the distance of 500 miles in two and one- 
half hours. 


Non-Medical Practice Reviewed 


Vice-President Franklin B. Mead of 
the Lincoln National Life spoke on 
“Four Years’ Experience With Insur- 
ance Without Medical Examination.” 
Doctor H. W. Dingman, vice-president 
of the Continental Assurance of Chicago, 
discussed “The Disability Problem.” 

Walter E. Webb, vice-president Na- 
tional Life U. S. A., was secretary of the 
agency section; D. T. Torrens, vice- 
president Kansas City Life, secretary of 
the financial section; Walter H. Eckert 
of Chicago, general counsel Federal! Life, 
secretary of the legal section, and H. F, 
Chadeayne of the Missouri State Life, 
secretary of the management section. 


Gold to Be President 


There is a large attendance this year, 
the Sinton Hotel being crowded. Charles 
W. Gold, vice-president of the Jefferson 
Standard Life, is slated to be the next 
president. Mr. Ayers will be elected on 
the executive committee and Col. C. B. 
Robbins of the Cedar Rapids Life will 
undoubtedly be reelected. This will leave 
but one vacancy, it being to fill the place 
of President Woollen of the 
American Central Life. 

Walter H. Eckert of Chicago, general 
counsel of the Federal Life, who served 
as secretary of the Legal Section this 
year, was elected chairman. Frank W. 
Wozencraft of the American Life of 
Dallas was elected secretary. ; 

The Legal Section decided that it 
would return to the two davs meeting 
as heretofore next year, as one day did 
not give it sufficient time. 

Judge Byran K. Elliott of Indian 
apolis, the new manager and general 
counsel of the American Life Conven- 
tion, was introduced at the. close of the 
first session Wednesday. President 
Ayres also presented the new secretary 
and actuary, Wendell P. Coler of De- 
troit, who will take his office in St 
Louis Dec. 1. 


State Meeting Held 


The annual state agency convention 
of the National Savings Life of Little 
Rock was held for two days, well at 
tended by representatives of the com 
pany from all parts of the state and 
from other states. Harry B. Brows 
manager of the Arkansas agency 
opened the meeting. The two-day se 
sion was devoted mostly to business 
and educational work for the coming 
year. 
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ife Insurance Events of 
Past Year Are Reviewed 





(CONTINUED FROM PAGE 3) 


sized in view of severe experience with 
erinsurance. The results of non- 
edical insurance are being closely 
tched. Dusability clauses, practices 
»d rates are being radically revised. 
“The threat of increased and unfair 
xation, and other ill considered and 
»sound legislation, must be constantly 
sisted. The unprecedented and sensa- 
ynal change in investment trends is 
ing carefuly studied, with a view of 
termining and limiting the proper field 
life insurance investments, both as a 
ater of public policy and individual 
pmpany practice. 
Aviation Hazard 


“It is not strange that the sudden de- 
lopment of aviation to such large pro- 
tions found life insurance wumnac- 
ainted with the problem it presented 
nd unprepared to meet it. A survey 
ade by a member of our aviation com- 
ittee revealed an amazing variation in 
actice among American companies in 
aling with the aviation risk. Experi- 
nce is still too limited to justify definite 
pnclusions in this field. It seems to be 
he consensus Of opinion, however, that 
b spite of a few serious disasters, pas- 
ngers in airplanes may be safely in- 
red without unduly disturbing mor- 
lity ratios, but on the other hand, that 
ateur and professional flyers, for the 
resent at least, present a serious hazard 
hich can be carried only at prohibitive 
tes, 





Various Angles Seen 


“How to invoke underwriting rules 
ce estabiished, however, is a perplex- 
ng matter. One company has at- 
mpted to solve it by attaching a rider 
wcluding the risk except as to passen- 
rs. The insurance department of New 
York disapproved this innovation on the 
ound that it was in conflict with the 
contestable clause required by statute. 
The court of appeals of that state, how- 
er, upheld the right of the company 
puse such a rider. The department of 
assachusetts has approved a similar 
ovision, and the commissioner of 
bouth Dakota has disapproved it. 

“My own feeling is that the industry 
self, by invention, refinements and de- 
lopment, will ultimately solve this 
roblem for us. Doubtless life compa- 
les will he subject to losses while avia- 
bon is still in the experimental stage. 
ltimately, however, aviation wiil be 
' safe, or it will not become univer- 


Disability Report 


“A sub-committee of the convention 
isabilitvy committee is attempting to 
resent for your consideration a similar 
kble of ratings relating to the disabil- 
ty hazard. 

“The medical section of the American 
Life Convention has given much atten- 
ion to the analysis of sub-standard 
isks, ; Our committee on under-average 
ves, in connection with other insurance 
ganizations, deals with a related sub- 
ict from a somewhat different point of 
lew. It is hoped that from the com- 
bined efforts of these agencies a depend- 
ble table of recognized ratings will ul- 
tmately be evolved. In this connection, 
the disability committee of the Medical 
ection and a subcommittee of the con- 
Yention disability committee has sub- 
mitted tentative ratings relating to the 
disability hazard. 

Non-Medical Insurance 


convenion has during the year 
tted data from its member compa- 
dy reference to practices and experi- 
mes = ie field of non-medical insur- 
nl The survey of this important and 
ufc ting field has been distributed. 
— it to say here that no convention 
med; ny which has embarked upon non- 

ical insurance has retraced its steps. 
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So far, the experience reported has been 
generally favorabie. Most companies in 
the field, however, feel that the matter 
is still somewhat experimental and that 
experience has been too limited to draw 
permanent conclusions therefrom. 


Over-Insurance 


“The matter of over-insurance is en- 
gaging the attention of thoughtful life 
imsurance men. Most companies have 
experienced a severe adverse mortality 
upon large risks. Inspection companies 
and underwriters are therefore giving 
grave consideration to the moral hazard 
involved in large policies. On the other 
hand, two large companies which con- 
duct their own inspection departments 
claim that their mortaiity experience on 
large risks is more favorable than their 
average upon all risks. This would 
seem to indicate that there is a definite 
relationship between thorough inspec- 
tion and prevailing mortality. My per- 
sonal opinion is that investment in thor- 
ough inspections of large risks will pay 
substantial dividends to the companies. 


Total and Permanent Disability 


“Perhaps no subject has engaged the 
attention of the life insurance world dur- 
ing the last year to a greater degree 
than that of total and permanent disa- 
bility. Experience has been so generaily 
adverse and dissatisfaction with prevail- 
ing practices has been so prevalent that 
there is a strong sentiment in the con- 
vention in favor of abolishing this form 
of coverage entirely. Others believe, 
however, that while the problems pre- 
sented are difficult, that they can be 
solved by patient and constructive co- 
operation, and that eliminating disabil- 
ity clauses from life insurance contracts 
would be not only taking a step back- 
ward, but a refusal to perform a real 
public service which the _ institution 
should provide. 


Conditions Chaotic 


“Certainly, conditions in the disability 
field have become chaotic. Liberaliza- 
tions of clauses, without corresponding 
increase in rates, have resulted in losses 
sufficiently severe to be alarming in ten- 
dency, if not in actual result. As a con- 
sequence, the superintendent of insur- 
ance of New York put it squarely up to 
the companies operating in that state 
to reform their practices voluntarily, 
upon pain of coercion by the depart- 
ments. 

“A committee of company actuaries, 
of which the chairman of the convention 
disability committee was a member, 
after much thought, many meetings and 
a public hearing, reported a plan em- 
bodying standard provisions for total 
and permanent disability clauses, de- 
signed to stabilize this feature of the 
life insurance business. The report was 
adopted by the National Convention of 
Insurance Commissioners, and the New 
York department has notified all com- 
panies operating in that state that they 
must comply with its provisions by the 
first of June next year. 

Sound Underwriting Needed 


“It is obvious, however, that neither 
uniform provisions nor adequate re- 
serves will entirely offset the serious 
losses suffered by insurance companies 
in this field, unless the companies give 
careful and inteliigent consideration to 
the matter of sound underwriting. 

“Another problem which is agitating 
life insurance circles is the matter of in- 
vestment policy. A severe experience 
with farm mortgages during the agricul- 
tural depression, the competition of fed- 
eral farm banks in the matter of choice 
farm loans and that of building and loan 
associations in the city mortgage field. 
a falling interest rate. a relatively small- 
er offering of high-grade bonds and re- 





ceding values in those held, the recent 
amazing convolutions of the stock mar- 
ket, the spectacular rise in industrial se- 
durities and the substantial profits made 
by certain Canadian companies through 
their investment programs, have coi- 
bined to cause much debate, both within 
the business and outside, as to the 
proper field for life insurance invest- 
ments, 


Investment Laws Liberalized 


“In certain states, investment laws 
have been liberalized to a limited extent 
during recent sessions of legislature. 
Laws with similar purpose were defeated 
in others. The investment laws of the 
several states now constitute a regular 
hodgepodge, ranging from those which 
practically confine insurance invsetments 
to mortgage loans and government se- 
curities, to those permitting investments 
practically at the discretion of the com- 
panies. 

“The convention has been committed 
to the proposition that investment laws 
are local matters, unless they are de- 
signed to operate upon foreign as well 
as domestic companies. We have adopt- 
ed the policy, therefore, of leaving the 
matter wholly to local company action. 
There is some sentiment, however, in 
favor of some general uniformity in in- 
vestment laws, and the subject might 
logically be considered in its many an- 
gles by a committee of this organization. 


Committed toe Conservatism 


“It is interesting to note two things 
in this connection, however: (1) That 
the Armstrong investigation, in part at 
least, grew out of the abuse of invest- 
ment privileges by life companies, and 
(2) that even where American compa- 
nies enjoy the greatest latitude so far as 
their investments are concerned, their 
assets include practically a negligible 
quantity of speculative securities. Re- 
gardless of the law, therefore, it would 
seem that the life companies of the 
United States are committed to a con- 
servative investment policy wherein 
safety is the paramount consideration. 


Few Bills Passed 


“In spite of the volume of legislation 
proposed and enacted, however, which 
affects our many sided business at every 
angle, not many enactments of a radical 
nature or inimical character were passed. 

“A new type of legislation presenting 
difficulties to insurance companies ap- 
peared in several states. The bills in 
question proposed a tax upon moneyed 
capital in competition with national 
banks. In Idaho, however, the bill con- 
tained no such provision, and the dis- 
trict court of that state has held the 
statute applicable to life insurance com- 
panies. Steps are now being taken look- 
ing toward an appeal. 

“No federal legislation of an impor- 
tant nature has been introduced affecting 
life companies since the last annual 
meeting. 

“I have received word that the case 
of Atlantic Life vs. Monoure has been 
cecided in favor of the company by the 
United States district court for the east- 
ern district of Virginia. This case in- 
volved the question as to whether or not 
the reserves of a stock life insurance 
company constituted ‘invested capital’ 
within the meaning of the excess profits 
tax law. This matter was decided fa- 
vorably to mutual companies by the 
Supreme Court of the United States in 
the case of Mutual Benefit vs. Duffey. 
The department refused to grant the 
benefit of this decision to stock compa- 
nies, however, and the above case was 
brought to test that question. It is hoped 
that this case will be decisive in favor of 
stock companies, although the company 
in question had such a large proportion 
of participating business that there may 
be some doubt whether the case will be 
authority in behalf of companies writing 
enly non-participating business. 

Life Insurance Trusts 

“More than a year ago, a committee 
was appointed to cooperate with a simi- 
‘ar committee of the trust section of the 
American Bankers Association in the 





compilation of a joint address, setting 
out the advantages of life insurance 
trusts. It was intended to distribute 
this report on the joint authority of the 
two organizations to life insurance 
agents, trust officers and the general 
public. The first draft presented on this 
subject was not satisfactory to our com- 
mittee. A second draft has been pre- 
sented, which | think is satisfactory in 
the main. It is now going through the 
process of revision. It is hoped that 
the matter may soon be consummated, 
and we believe it will be the means of 
popularizing further this important 
phase of life insurance service. 


American Service Bureau 


“The American Service Bureau has 
had its most successful and profitable 
year. We complete this convention year 
with a surplus of approximately $50,000. 
The program of paying off all company 
indebtedness, authorized at the Dallas 
meeting, has been carried out without 
embarrassment and might easily be ac- 
celerated if it were deemed desirable. 


Functions and Future 


“I can not resist saying a few words 
concerning the American Life Conven- 
tion, its functions and its future. I do 
not believe even all of its own members 
fully realize the potential power of the 
organization and the important character 
of the service which it performs. It has 
written much of the history of American 
life insurance in the last generation and 
will write more in generations to come. 
It has been a moving influence in engen- 
dering the spirit of goodwill and cooper- 
ation which now happily exists among 
the life insurance companies of the 
United States, and in inspiring and 
justifying that public confidence which 
is one of the greatest assets of our in- 
stitution. Unorganized, the smaller 
companies of this country would be both 
inarticulate and ineffective in matters of 
public policy affecting their business. 
Combined in the American Life Con- 
vention and imbued with the _ spirit 
which pervades this organization, they 
constitute a militant force which can 
never be ignored and seldom overcome. 


Promotion of Understanding 


“The convention has long passed the 
point where it needs to parade its power, 
assert its dignity or proclaim its pres- 
tige. The very purpose of its existence 
is the promotion of understanding and 
the practice of cooperation. The prin- 
ciples which it has espoused, however, 
have been so thoroughly justified by 
events, that it should not hesitate, if oc- 
casion require, to assert its leadership 
and exert its power in behalf of our in- 
surance creed and the legitimate inter- 
ests of its company members. 


Made Constructive Contribution 


“The American Life Convention has 
made constructive contributions to the 
science of life insurance. As a clearing 
house for information, as a free forum 
for public discussion, as a medium of 
exchanging ideas and experience, it has 
been invaluable to its member compa- 
nies. It constitutes in a real sense a 
laboratory which has helped to demon- 
strate the soundness of many new pro- 
posals and the fallacy of many others. 
It has been an influence tending toward 
uniformity of practice; it has been an 
influence making for the maintenance of 
high standards. It has made every com- 
pany which belongs to it a better life in- 
surance company. With increased facil- 
ities, which can and should he provided 
as our companies wax larger and the 
convention stronger, it will be even a 
greater force for good in the future than 
in the past.” 


Lincoln National’s Gains 
The insurance in force of the Lincoln 


National Life as of Sept. 30, was $729,- 
903,210 on a total of policies of 260.202, 
The gain in paid business of the T incoln 
National Life for September, 1929. over 
September of 1928, was $8.614.040. The 
gain in paid business for the year to date 
over the same period last year is 
$36,794,380. 
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AQ Hundred Billion Dollars of 
Life Insurance 


in force in the American 


The 


companies. 


amount now 


ALL OF THIS WILL EXPIRE WITH THE 
PRESENT GENERATION 


Every one now insured will then have joined the 


forefathers. 


WILL THE NEW GENERATION CARRY AS 
MUCH AS THIS ONE? 


This may be taken for granted; it will probably 


need even more. 


THEN THE ENTIRE $100,000,000,000 WILL HAVE 
TO BE REWRITTEN? 


Yes, the greatest job of REPLACEMENT ahead 


of any line of business. 


BIG MEN WILL BE REQUIRED TO HANDLE 
THIS BIG TASK 


Our profession will call for the highest type of 


manhood. 


This advertisement dedicated to the young man in 
the business. 


The Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 














New Department 
Sells Novelties 
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that they be furnished 
free. 

The department will not only furnish 
specialties in “retail quantities,” but 
will also enter into arrangements with 
companies and other large users who in 
turn collect the orders from their agents, 
at wholesale rates, thus following the 
system of most large specialty houses. 

There will be a special department for 
helping companies and managers to 
select suitable prizes for agency con- 
tests. A complete survey has been made 
of this field and many valuable sug- 
gestions can be furnished to those wish- 
ing to put up prizes for business con- 
tests, etc. 


Seasonable Specialties 


cannot usually 


Many of the specialties are suitable 
for certain seasons of the year. The 
baseball season, the football season, the 
golfing season, the Christmas-New 
Year's season, the opening of school— 
and many others, make novelties of 
particular value at certain times of the 
year. These will be presented at the 
proper time. 

Each of the 20 traveling field men of 
THe NATIONAL UNDERWRITER will be 
equipped with a sample case of adver- 
tising specialties, and there will also be 
a sample cabinet on exhibition at the 
nine offices of the company throughout 
the country. 


Same Principle as Radio 


The principle of good will advertising 
is undoubtedly sound in business under 
conditions that exist; indeed all adver- 
tising is nothing more or less than good 
will advertising in some form. Consider 
the latest form, the radio, which pre- 
sents an hour or a half hour of good 
music or entertainment as a gift to the 
audience with the compliments of the 
advertising donor, for the purpose of 
creating good will. For years insurance 
good will advertising was confined to 
the inevitable calendar and blotter, just 
as the paint companies always give out 
cloth caps for journeymen painters and 
the lumber companies carpenters’ 
aprons. Now the field is widely diver- 
sified and a complete display of novel- 
ties offered would look like a 5 and 10 cent 
store or a Sears-Roebuck catalogue. The 
real business building _ possibilities 
through this channel are well worth 
analysis and study by the up-and-com- 
ing insurance salesman and THE Na- 
TIONAL UNDERWRITER has for some 
months had a special man on this work. 


Urges Cautious Entrance 


Into Stock Investments 
(CONTINUED FROM PAGE 5) 
coming dissatisfied, wishes to withdraw 
his capital commitment in a company, 
he is at liberty to do so immediately. 
Thus he can keep his capital risks up to 
the highest standard, a condition which 
can only be approximated by life com- 
panies with regard to their insured risks. 
Comments on Sun Life 


“The Sun Life of Canada has effec- 
tively protected itself from fluctuations 
in the market value of its securities by 
undervaluing them by $100,000,000 as 
compared with the Canadian insurance 
department’s figures. The latter have 
recently been criticized as too low by 
several American insurance commis- 
sioners. Their security values would 
have to recede over $100,000,000 before 
loed. surplus of $56,000,000 was jeopard- 
ized. 

“Is there any valid reason why this 
principle of reserve cannot be used by 
American life companies generally to 
protect themselves while investing in 
stocks? They are experts in using the 
principle throughout the rest of their 
business.” 


Have a personal copy of The National 
Underwriter sent to your home. 





New System Is 
Cutting Expens 


(CONTINUED FROM PAGE 5) 


debit is shown in a credit column 
same way. 

“Now let us look at the report its 
The Connecticut General writes | 
(stock and mutual), accident, non-q 
celable disability, salary savings and sg 
eral kinds of group insurance. Accor 
ingly, we used to have a life repop 
an accident report, a non-cancelable ; 
port and a salary i 
separate reports. Group insurance pp 
miums are generally paid direct to; 
home office where there were three ¢ 
ferent report forms. 

“On our old life report we had « 
umns for policy number, insured’s nany 
due date, date paid, premium, comm 
sions, guarantee credits, dividends, ». 
terest on overdue premiums, interest 
loans and premiums notes, cash, loan ¢ 
premium note credits, agent’s name a 
commissions, soliciting agent's first a 
renewal, and general agent’s first a 
renewal, and a section for refunds, 2 
vances or guarantees (charges), all 
ances and expenses and a summary. 

Agencies Did Most of Work 

“The agencies did about all the « 
tributing for us except the stock a 
mutual division. 
I meant when I said field reports x 


generally prepared from the home offic 


point of view. 

“The new report gives us_ simp! 
amount due from policyholder, credit 
cross commissions, policy number a 
credit letter. 

“Very briefly, the results of 
stallation of our system have surpass 
our expectations. In a three-clerk off 
we almost always save the salary of on 
clerk and have time to spare with ty 
clerks remaining. In a larger office | 
saving is just about proportional— 
servatively from 25 percent to 30 percer: 
of the number on the clerical payrol 


Franklin Mead Indulges 


in Some Reminiscence 
(CONTINUED FROM PAGE 6 


creative minds the actuarial professi« 
has ever developed, defined an actua 
as ‘an expert on insurance contracts a 
all that pertains to them.’ As such 

has, or should have, a tremendous a 
vantage over all others engaged in th 
insurance business. The reason that & 
has not is that he approaches his wot 
from a restrictive attitude rather th 
a constructive and creative attitu 
whereas the restrictive is merely th 
subsidiary and the costructive and cre 
tive is, in reality, his major functi 

Because of his fine groundwork int 
principles and essentials of insurance ! 
is in a position to incite in the insurant 
business a flourishing growth and a ha 
vest of prosperity when, alas, 
he is inclined to cast over it blight an 
inanition. 


too ote 


Tries to Block Innovations 


“In passing I cannot forego the 
portunity of referring to the coordina 
function of the actuary in supervis 
Too often when a sound company, * 
managed and with a_ successful pa 
presents a proposition somewhat ou! 
the ordinary, he searches with the 
most avidity, in which he seems to 
the keenest delight, to try to find som 
thing in the law or make some constr 
tion of the law whereby he can prevt® 
the inception of an innovation, so” 
though it may appear to him, and wh 
unquestionably seems to be for the & 
nomic good of the company and the 
suring public, when he should on t 
other hand, use the same ingenuity 
endeavoring to construe or find a 
struction of the law which would pe™ 
this new developmental idea.” 





Duryea, ‘ yt 
success 


“What to Say.” by J. B. 
tains actual interviews of big 
life insurance salesmen. Price, %* 
Order from The National Underw™ 
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alendar Make 1 930 


your banner year 





Use calendar 
advertising 


Here is 

a twelve 

sheet, two 

color roto- 
gravure 
calendar 
prominently 
featuring your 
name and adver- 
tisement just below 
the picture. There 
is a new picture and 
appropriate copy with 

a definite selling thought 
emphasizing a particular 
form of insurance for each 
month. The calendar pad 
is large and shows the preced- 










You must 
order before 









ing and following months. The 
figures can easily be seen at a 
distance. The rotogravure blend- 
ing orange and black colors makes 
this such a striking calendar that 
anyone will gladly hang it in their 
home or office. 





ALSO A JUMBO CALENDAR 
FOR OFFICE, STORE AND 
PUBLIC BUILDING USE 


Many agents require an especially large calendar for dis- 


tribution to large offices, business houses and other places 
where an art calendar is not wanted. For that purpose, we 
; ~ 2 ane 
have a jumbo office calendar. The pad measures 15”x21”. 
lt is printed in dark green and red and mounted on a heavy 
cardboard hanger 21”x7%4”. This entire space is available 
lor your advertising. 

vour name and copy can be printed in large bold block 
etters 

There is a flat price of twenty-five cents each for these 


> } . . 
calendars in any quantity. No less 


om fifty calendars can be ordered. 
‘ere is no exclusive franchise on cents 
this calend: 


ndar, 
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New Convertible to 65 
Contract 


Policy provides low cost insurance during the 
entire productive period. It is convertible up to 
age 65. A guaranteed annual cash credit perma- 
nently reduces the cost of the new insurance. 
Unusual options give it the flexibility necessary 
to meet any change in the needs of the individual. 


Rate booklet and sales instructions upon re- 
quest. Apply to the local agency or to 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 











INSURANCE STOCKS 


Bought—Sold—Quoted 


A 
P. W. CHAPMAN & CO, INC. 


Inaura ce Stock Departmen: 
. Adams St. 42 Cedar Street 
” a ICAGO NEW YORK ~ 























Joint Gathering 
Held in Toronto 


(CONTINUED FROM PAGE 4) 


premium form is profitable even when 
such a form is suitable for new insur- 
ance. Whether such a substitution is 
profitable depends largely on the cash 
surrender value of the old insurance, and 
Mr. Evans’ suggestions of making sub- 
stitutions unprofitable for the policy- 
holder by less liberal surrender values, 
and making them unprofitable for the 
agent by withholding commissions when 
no new service is rendered, wiil do more 
to check such substitutions than a sweep- 
ing designation of all low premium forms 
as unsound. 


Public Most Powerful 


“More powerful than legislation is 
public opinion in life insurance circles,” 
said L. R. Martin, Connecticut Mutual. 
“More and more companies are subscrib- 
ing to the idea that they will not accept 
business at the expense of another. The 
time will come when the agent who 
does not subscribe whole-heartedly to 
the idea that existing insurance must 
not be disturbed either directly or by 
the indirect allusion that something else 
is better, will not be able to secure a 
contract with any company.” 

In discussing the paper of R. E. Moyer, 
Missouri State Life, on the “Modern 
Treatment of Premiums at Death,” B. 
T. Holmes, Confederation Life, said: “Of 
the 17 leading Canadian companies with 
five billions ordinary business in force, 
10 companies with four billions in force 
do not make these deductions. No Cana- 
dian company has adopted the serious 
practice of refunding premium for the 
part of the current payment interval un- 
eiapsed at time of death. The first 
change does away with any irritation 
out of proportion to the importance to 
its source with, in addition, a slight sav- 
ing in administrative expense. The sec- 
ond treatment seems necessary to in- 
volve an appreciable administrative 
cost.” 

R. E. Davis, Metropolitan Life, in 
commenting upon Mr. Moyer’s paper, 
said, “One logical manner of approach- 
ing this subject in general is that the 
entire proposition is merely a matter of 
changing the time unit of a life insur- 
ance contract. One year has in the past 
been the unit. Policies are issued ac- 
cordingly to an age that only varies by 
a full year and not a portion of a year. 
Consequently, it was natural that 
premiums should be calcuated on the 
assumption that one year is the minimum 
time unit. If, however, it is found thar 
better purpose can be served by chang- 
ing the time unit there does not appear 
any reason why we should not do so. 
We already are not absolutely consist- 
ent with the theory we follow in cal- 
culating our premiums when we pay 
death claims immediately after rather 
than at the end of the policy year of 
death.” 


Dividends Due to Competition 


In a discussion of the paper by Rein- 
hard A. Hohaus, Metropolitan Life, on 
group annuities, E. A. Lundgren, Pru- 
dential, said: “It would seem that Mr. 
Hohaus is rather severe in his criticism 
of the average employer's attitude to- 
wards dividends under group life poli- 
cies. Group life insurance is not the 
only kind of insurance that he is inter- 
ested in and when a group life insurance 
company, soliciting him for group life 
insurance, recites to him what it has 
been able to do in the form of dividends 
and rate reductions under groups similar 
to his own, he, as a rule, expresses his 
surprise over the lower retention of the 
pension. Competition. and not the em- 
ployers has forced the companies to 
strain every resource to the limit to show 
handsome returns under group life poli- 
cies.” 


“The underwriting rules, including 


provision for optional retirement ages 
on alternative annuities suggested by 
Mr. Hohaus, are all consistent with our 
underwriting except that Mr. Hohaus 





seems to be unnecessarily conservaty 
in granting the rule for maxim 
amount of annuity on any one life | 
a maximum is deemed advisable 

should use limits that would not int, 
fere too much with the desires of , 
employer, having in mind reasona 
annuities to all his employes. The gay 
objection applies to Mr. Hohaus’ lim; 
of disability annuities, although jt 
admitted that the reasons for limits 
this type of annuities are far stron 
than in the case of regular deferred x 
nuities.” 


Methods of Funding Plan 


The accrued liability of a premiy 
plan may be funded by anyone, 9 
combination of the following method’ 
said Edward B. Fackler, consulting x 
tuary, discussing a paper by R. B. Re 
bins, Union Labor Life, on “The 4) 
cruwed Liability of Retirement Plans’ 

“1—By a single payment at the stz 
of the premium plan. 2—By level , 
graded sinking fund payments over; 
specified period of years. 3—By py 
ments which are level or graded pe 
centages of the future payroll of 4 
employer, until funding is complete. 
By previous payments computed § 
each present employer to continns | 
the retirement of such employe. Sy 
premiums may be computed as level ¢ 
graded percentages of the future salz 
of such employe. 5—By premium py 
ments computed for each present es 
ploye and payable during the life of sx 
employe.” 


Three Factors in Cost 


Gilbert E. Ault in discussing the si 
ject of group annuities, said that ec 
of the following three factors causes th 
employe cost to increase according t 
the advancing age of the employe: 

“1—Single premium of deferred x 
nuity increases with advancing age. }- 
Employes’ level contribution purchary 
a decreasing portion of the total ¢ 
ferred annuity purchased each year, lea 
ing an increasing portion to be pr 
chased by the employer. 3—The wit 
drawal credit is usually a decreasix 
percentage of the cost otherwise bom 
by the employer. 

“The most important factors affec! 
ing the age distribution are: rate 
withdrawal from service; average agez 
employment; rate of growth of compayy 
A low withdrawal rate means that: 
relatively greater number of employs 
will continue into the longer terms ¢ 
service, and serve into the wider attain 
ages. A reduction in the average agez 
employment may be sufficiently gre 
to temporarily offset any tendency ¢ 
the average attained age to otherwit 
increase. A rapidly growing compa 
will show a surprisingly large 1 umber d 
employes at the younger ages. As th 
rate of growth slows down, howevt 


the employes will spread into the wide! 


ages and the average age will increas 
The increase will continue, however, ! 
a number of years following the peri 
of expansion. 


Section 97 Reviewed 


In reviewing the paper of M. A. Lit 
ton, Provident Mutual Life, on Sect 
97 of the New York law, revision @ 
129, J. G. Bently of the Canada Lit 
Toronto, said, with regard to the efit! 
of the new law in his company, “it wou" 
have reduced the excess of the first y@ 
limit over first year expenses f 
year 1928 by about 26 percent 
duction in the ‘total’ margin would 
been only about 12 percent. This Jatt 
reduction is, I would imagine, howev® 
considerably smaller than the averé 
due to special conditions which 
scarcely worth while dwelling on. 
alternate basis for the total exper 
limit would have increased our ‘0% 
wages by about 200 percent.” 

W. H. Burling also discussed gt 
annuities, while W. R. Williams 
Travelers, discussed “The  <Acctit 
Liability of Retirement Plans.” 

Speaking about James E. Hosk 
subject, “A New Method of Comput 
Non-Participating Premiums, on¢ 
the Society papers, Henry Moir, Unite 
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States Life, said that besides the three 
necessary to be considered in 
computing non- participating premiums; 
namely, rate of mortality, rate of in- 
terest and expenses, there is still another 
factor. This factor is the continuous 
competitive element as between the net 
cost of participating companies and the 
premium rates charged by non-partici- 
pating 

“This is an ever present factor,’ 


factors 


’ said 


Mr. Moir, “and unless the non-partici- 
pating companies can keep their ex- 
pense rate below that of the mutual 


compan ies and can conduct their busi- 
ness with the same general efficiency 
as, or greater efficiency than the good 
mutual companies, then competition will 
uitimately draw the business away from 
the non- participating towards the mu- 
tual companies.” 

Further discussing Mr. Hoskin’s 
paper, G. W. Geddes, Ontario Equitable, 
said that one of the chief differences in 
the new method was in the introduction 
of the direct use of the withdrawal rate. 
He gave the opinion that this rate is too 
unstable a factor to allow it to enter into 
direct computation of a premium. The 
other chief difference in the new method 
is the reversal on order of operations. 
In the old method, a scale of premiums 
is calculated first and their sufficiency 
tested by an accumulation. In the new 
method the accumulation is performed 
frst and the premium scale evolved 
therefrom. 

Convention Blanks Treated 


Ward Van B. Hart also discussed Mr. 
Hoskin’s paper. “The non-participating 
company finds,” he said, “when it faces 
the problem of determining practical 
premiums after its theoretical gross pre- 
miums have been calculated, that the 
problems of statutory restrictions, de- 
ficiency reserves required, competitive 
considerations, and the requirement that 
the surplus buried in acquisition expense 
should be released in a reasonable num- 
ber of years, cannot be evaded. Thus, 
the profit that can be derived from the 
business as a whole is not uniform as 
between plans and ages, but is fixed 
partly by practical considerations or by 
the laws of supply and demand.” 

In discussing another society paper, 
that by Charles E. West, on “Company 
Practice—Annual Statement,” A. N. 
MacTavish pointed out the respects in 
which the convention blank differs from 
the form of statement required from 
Canadian life companies by the Canadian 
insurance department and also called at- 
tention to the differences between the 
two methods of treating certain trans- 
actions for purposes of the two returns. 
Mr. West’s paper was also discussed by 


B. E. Sheppherd, James S. Elston, 
a lers, and E. G. Brown, Southwest- 
ern aif 

_Mr. "MacTavish said that while a 
United States company operating in 
Canada must file a general business 
statement annually with the Canadian 
department of insurance, the statement 
accepted is in the form required to be 
lurnishied to the state in which the head 





JUNIOR 
ACCOUNTANTS 


A evrowing life insurance company 
located a few hundred miles from 
Chicago invites correspondence 
fr junior accountants with life 
insurance experience. One wanted 


who is able to supervise a small 
section. One or more as general 
juniors. Give in confidence full in- 
formation concerning training and 
experience and photo in first letter. 
Ideal working conditions and op- 


Portunity for growth. Address N-81, 
The National Underwriter. 


car 
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BABSON PAYS TRIBUTE 
TO LIFE INSURANCE 





Roger Babson paid tribute to 
life insurance in a speech in Okla- 
homa City last Saturday. Mr. 
Babson encouraged investment in 
common stocks and stated that 
bonds and treasury notes were the 
best investment with the exception 
of life insurance. President L. C. 
Mersfelder and George E. Lackey, 
program committee chairman of 
the Oklahoma Life Underwriters 
Association, invited Mr. Babson to 
speak to the Oklahoma Life Un- 
derwriters Association before his 
main address. 











office of the company is situated. In 
the case of a Canadian company trans- 
acting business in the United States, how- 
ever, the form of general business state- 


required from a United States company. 
This creates a situation which is some- 
what awkward from the point of view 
of the Canadian companies, as to them 
it does seem desirable that the essential 
parts of the two statements should be 
in agreement. 

The hospitality of the Ontario com- 
mittee of which J. G. Parker, Imperial 


ment required is usually the same as is | 





Life, is the chairman, was noted by the 
two bodies in a vote of thanks. 


Equitable Life of lowa 
Gives September Figures 





The Equitable Life of Iowa had a 
paid-for production of $6,259,247 in Sep- 
tember, an increase of $348,657 over 
September, i928. lowa led all states 
with $1,080,257 for the month. Other 
leading states were: Pennsylvania, $917,- 
283; Ohio, $821,222; Illinois, $748,000; 
New York, $478,280. Pennsylvania holds 
the leadership in state production for the 
year with $10,026,283 paid-for, while 


023,442. Ohio is third with $8,922,463. 
B. Lottimer of the New York City 
agency led all agents of the Equitable of 


paid-for business. Van Osdol of 
Indianapolis, second, with $79,000, and 
C. L. Barbee, Kansas City, third, 
$74,900, 

The New York City agency led all 
agencies of the company in September 
with a paid-for production of $315,500. 
Other leading agencies for the month 
were: 
750; H. A. Hedges, Kansas City. $244,- 


The first nine months of the year the 
business paid for on the lives of policy- 
holders was 39.6 percent of the total 
production. C. L. Barbee of the Kansas 
City agency was the leading producer 
in business from policyholders in Sep- 
tember and secured his entire production 
of $74,900 from holders of policies in the 
Equitable Life of Iowa. 


Cedar Rapids Life Agents 
Meet Nov. 1 at Home Office 





The annual agency convention of the 
Cedar Rapids Life of Iowa will be held | 
at the home office Nov. 1. John Marshall | 
Holcombe of the Life Insurance Sales | 
Research Bureau will address the con- 
vention at both morning sad afternoon 
sessions. 

President Charles B. Robbins will wel- | 
come the agents. Two illustrated lec- 
tures will be given by the cartoonist, 
L. E. Wilcox of Minneapolis. 

Jay G. Sigmund, vice-president and 


vention and the entertainment features 
as well as the banquet program will be 
in the hands of Secretary C. B. Svoboda. 











On the forenoon following the agency 
' convention a general agents’ conference 
| will be held. 


Rice Agency, Harrisburg, $285,- | 


Iowa is a very close second with $10,- | 


Iowa during September with $100,000 of | 


with | 


124; C. R. Walker, Cleveland, $235,020, | 
and H. S. Sutphen, Pittsburgh, $220,250. | 


| 





| 
| 
| 


| 


agency director, will preside at the con- | 








Life Companies and 
Trust Organizations 








If we examine the scope of the services performed by 
life insurance companies and trust organizations, in- 
cluding in the latter term trust sections of commercial 
banks, we shall find a broad field of co-operation. 


While the general character of each is fiduciary, the 
two instrumentalities are not natural competitors. They 
are more nearly like allies, although their activities are 
distinctive. 


Each suggests, initiates, activity for the other. Each 
furnishes service for which the other is not equipped; 
one the insurance of the productive value, accumulated 
and prospective, of human life; the other the adminis- 
tration of trusteeships, of which many proceed from life 
insurance, 


There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized this 
fact and applied it in a practical way. On the other 
hand, it is evident to me that a corresponding interest in 
the promotion of the welfare of the banking and trust 
companies is now a part of the program of every wide- 
awake life insurance man. 


CROCKER, 


WALTON L. President. 





Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 




















43.8% GAIN IN 1929 





VERY month of the first 

half of 1929 contributed 
a new all-time monthly record 
of production by the Com- 
pany in an Expanding Mood. 
Nineteen Thirty will be an- 
other great year, with still 
greater opportunities for its 
fieldmen. 








CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 
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Opens Door for Life Insurance Men 


THE VALUE of favorable publicity can- 
not be overestimated. Many life insurance 
men do not fully appreciate the important 
part the “Life Payments Localized Num- 
ber” of Tue NationaL UNDERWRITER 
plays in opening the door for them. The 
publication of the interesting facts regard- 
ing life insurance death benefits was met 
with favorable response from newspapers 
throughout the United States. Besides 
carrying lengthy articles in their news 
columns about the payments, they com- 
mented editorially in complimentary terms. 

“Life insurance payments in the United 
States,” the Altoona, Pa., “Tribune” said, 
“last year totaled $2,057,000,000, according 
to figures announced by THe Nationa 
Unperwriter. Policyholders and benefici- 
aries in Altoona received $102,500. 

“These figures represent an increase of 
$311,000,000 over 1927, indicating that the 
realization of the value of life insurance is 
steadily becoming more widespread. An- 


other striking feature of the report is the 
fact that the greater part of the $2,057,- 
000,000 was composed of small claims, of 
less than $30,000, Claims above that figure 
totaled only $85,363,000, a small amount 
when compared to the total payments for 
the year. 

“Life insurance is and should be a neces- 
sity. It is the one sure way by which the 
man of moderate income can provide for 
the future of his family. It is the bulwark 
of the modern American home, the element 
which keeps the family intact even though 
its head has been removed. 

“It is a tragedy that life insurance must 
be solicited. The cause can be only a 
stubborn blindness to the needs of the 
future. Any man who has a spark of 
concern for the happiness and security of 
his loved ones should regard the procuring 
of insurance as a duty, a duty that must 
not be disregarded, or delayed, lest disaster 
result.” 


Waste in Mail Advertising 


We, as Americans, have never learned 
properly the lesson of conservation. We 
are still wasteful. This is notable in 
many lines. Large quantities of mate- 
rial of all kinds are destroyed. Every 
business man of consequence is appalled 
by the tremendous amount of advertis- 
ing material that comes to his office in 
the effort to sell something. Perhaps 
60 percent of this is thrown away with- 
out even being opened or looked at. Pe- 
riodicals are deluged with press agents’ 
stuff. 

Direct-by-mail advertising thas its vir- 
tues. It is very difficult to measure ad- 
vertising values and results. As prices 
on printing and paper have increased 
and labor costs much it would prob- 
ably behoove those engaged in advertis- 


ing of this kind, to be more careful in 
the selection of names or mail lists. 
There are people that are accustomed 
to buying certain things. It is said that 
if orders are secured on 2 percent of the 
letters sent out for instance, the results 
are satisfactory. The concern, of course, 
has to count the acquisition cost. If it 
employed an individual to do the can- 
vassing his returns might be greater 
but, of course, the expense would be 
more. The citizen of a foreign country 
is probably appalled at the hundreds of 
thousands of tons of paper that are used 
for advertising purposes by mail and 98 
percent of it does not bring results. 
That seems to be a tremendous waste 
to him, but does not impress the aver- 
age American so strongly. 


Carbon Monoxide Gas Information 


Tue Joun Hancock Murtuat Lire has 
conducted a general educational cam- 
paign to call the public’s attention to 
the danger of carbon monoxide, espe- 
cially as its effects in garages, closed 
cars, motor boats and residences where 
peril lurks. Perhaps the greatest 
danger to people has come from the ex- 
haust of an automobile while in a closed 
garage. Many people will tinker with a 
car in cold weather, leaving the door of 
the garage closed. Carbon monoxide 


gas has an insidious effect and over- 
comes a person before he is aware of it. 
This is the gas that created such havoc 
in the Cleveland Clinic disaster. Tests 
made since the catastrophe by experts 
show that carbon monoxide in death 
dealing quantities is generated from 
burning cellulose nitrate films. The 
Joun Hancock Mutuat has rendered a 
public service in the educational cam- 
paign that it has been carrying on for 
some time past. 





PERSONAL SIDE OF BUSINESS 











M. J. Cleary, vice-president of the 
Northwestern Mutual Life, is one of the 
busiest men in Milwaukee this week, 
acting as general chairman of the Mil- 
waukee community fund campaign, 
which opened Oct. 11 and continues two 
weeks. The campaign workers, under 
Mr. Cleary’s generalship, will collect the 
funds to support the recognized char- 
itable institutions of Milwaukee in their 
operating expenses for 1930. Mr. Cleary 
directs 3,000 volunteer workers and their 
commanders and captains in the cam- 
paign, which thas a goal of $1,085,664. 


Fred W. Hubbell, treasurer of the 
Equitable Life of Iowa, has been named 
a member of the board of directors of 
the greater Des Moines committee. 


Francis A. Chapman, 68, who was gen- 
eral agent for the Phoenix Mutual Life 
in Denver, in the late ’90s, died in Cali- 
fornia recently. Mr. Chapman was con- 
nected with the Fidelity Mutual in Cali- 
fornia at the time of his death. He was 
at one time a law partner of the late 
William Jennings Bryan. 


C. N. Sears, secretary of the Kansas 
City Life, narrowly escaped a serious 
automobile accident as he was returning 
to Kansas City last week. His car 
turned over twice, but apart from a bad 
cut across the forehead, he escaped seri- 
ous injury. 


Grady H. Hipp, actuary of the New 


York department, has been appointed 
actuary of the New York State Insur- 
ance Fund. W. G. Voogt, formerly 


actuary of the state fund, resigned to be- 
come comptroller of the Associated In- 
demnity of San Francisco. Mr. Hipp 
has been actuary of the New York de- 
partment since 1920. He came into 
prominence by his study of acquisition 
costs in life insurance. This led to im- 
portant changes in the New York law 
at the last legislative session. He has 
been also prominent in investigating 
problems connected with reserves on 
noncancellable accident and health poli- 
cies. Recently he has been conferring 
with the special committee of the Na- 
tional Convention of Insurance Commis- 
sioners and the life company actuarial 
committee on standard provisions for 
the total and permanent disability clause. 


Mr. Hipp was chairman of the Insur- 
ance Commissioners Convention com- 
mittee. 


Orville P. Curran, one of the veteran 
general agents of the Equitable Life of 
New York in Chicago, who had been 
connected with the company for 40 
years, died last week at the age of 88. 


Ezra S. Smith, supervisor-at-large for 
the New York Life with headquarters 
in Chicago, died last week. He was a 
brother of Gilbert A. Smith, inspector- 
of-agencies-at-large. Mr. Smith had re- 
tired from active work, although he was 
used in consultation considerably. He 
dropped dead at his home having been 
at the office the day before. He went 
with the New York Life in 1899 at Chi- 
cago. He was appointed agency direc- 
tor of the Tribune branch in 1902 and 
was appointed to a similar position in 
the Stock Exchange branch in Chicago 
in 1907. 


A. P. Ballou, manager of the Mutual 
Life of New York in Detroit, witnessed 
the second game of the world series in 
Chicago last week, while attending the 
annual meeting of the R. E. Spaulding 
agency in Chicago. Mr. Ballou reported 
that he bet everything he had on the 
“Cubs” and had to walk 60 blocks back 
to the loop. 


A. G. Bradley, manager of the pub- 
licity division of the Metropolitan Life 
at Ottawa, died there recently, aged 49. 
Mr. Bradley was formerly in the ser- 





vice of the Union Life in Canada, which 
was taken over by the Metropolitan 
Life, and after some time in the head 
office of the latter company in Ney 
York he went to the new Canadian 
headquarters to take charge of publicity 


Harry S. Ford ihas retired as assistan: 
secretary of the New York Life. Mr 
Ford has been with the New York Life 
for 41 years, beginning as the cashier o 
the Nebraska branch in 1888. He wa 
appointed agency director of the branch 
in 1897. In 1898 he was transferred tp 
the Chicago office and after spending, 
year there he became a member of the 
home office personnel. He was appointed 
recorder in 1904 and in 1920 he was made 
assistant secretary. 


William E. Pile, Streator, Ill., super. 
visor of the Joliet district of the Central 
Life for 30 years, died last week in his 
home at the age of 63 years. He had 
been in failing health three months. 


As result of a wager, Newell C. Day, 
general agent of the Equitable Life of 
lowa at Burlington, Ia., carried 300- 
pound Henry J. Schwarzer, a Fort Madi- 
son, Ia., agent, across Third street dur- 
ing a recent convention of agents. Mr. 
Day had promised to put on the stunt 
in case his agents passed a certain goal 
in new business for September. 


Because of protracted ill health Carl 
B. Newlon, secretary of the Midwest 
Life of Nebraska, has been granted a 
year’s leave of absence. Mr. Newlon 
and his family have gone to Colorado 
for a protracted residence in hopes oi 
recovery. 


Frank J. Falzone, organizer and for- 
mer president of the Western States Liie 
of Clayton, Mo., died of heart disease 
Oct. 11, two days after he had been suc- 
ceeded as president by Asa B. Wallace. 
Mr. Falzone resigned because of the 
condition of his health. He organized 
the Western States Life in 1915 with 
$5,000 capital. It now has $200,000 
capital. 

S. T. Whatley, manager of the Aetna 
Life in Chicago, and the new president 
of the National Association of Life Un- 
derwriters, spoke before the sales con- 
gress of the Illinois Association of Life 
Underwriters at Peoria Saturday. He 
will speak at Indianapolis Oct. 25, when 


the state association there holds a meet- 
ing. 
Governor Weaver of Nebraska has 


appointed Lloyd C. Dort as insurance 
commissioner, effective Nov. 1. He suc 
ceeds J. L. Kizer, who + been acting 
as bureau head since Feb. Mr. Kizer 
becomes chief examiner, While B. B 
Gribble, examiner, is promoted to be 
department actuary. Mrs. J. D. Fait 
child remains as chief clerk. 

Mr. Dort is to receive $5,000 a year 
He is a lawyer with no insurance trail 
ing. He served for six years as first 
assistant to the attorney general, but 
was defeated at the primary when he 
sought the Republican nomination fof 
attorney general last year. He has 
offices in Lincoln, but his home town § 
that of the governor, Falls City. 


The executive committee of the Amet- 
can Life Convention has paid its ma” 
ager and secretary a decided compliment 
in that it has voted to make him & 
officio a member of the committee whe! 
he retires to become executive ad 
president of the American Life of 
troit. The only ex-officio members of 
the committee are the former presidents. 
Mr. Adams will therefore be privileged 
to sit in with the committee at any 
its sessions, 
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CHICAGO PROMOTIONS MADE 


New York Life Announces Some Shifts 
of Men in a Few Leading 


Offices 
M. E. Dowdell, agency organizer of 
the New York Life in the central 


branch in Chicago under Agency Direc- 
tor James A. Campbell, has been trans- 
ferred to the Stock Exchange branch in 
4 similar capacity. 

Arthur Peterson has been appointed 
agency director of the Randolph branch 
to take the place of Albert McArthur, 
who becomes agency director in the cen- 
tral branch. Mr. Peterson started as 
cashier in the central branch, then was 
appointed agency organizer and then was 
transferred to the Stock Exchange 
branch as agency organizer. 

R. M. Cagle has been appointed 
agency organizer in the Stock Exchange 
branch. He was formerly with the 
Travelers and then received his New 
York Life training in the central branch 
under Mr. Campbell. 

Walter Bohr has been appointed 
agency organizer of the West Side 
branch. He was formerly with the Gen- 
eral Electric Company, then got his 
agency training im the central branch 
and was transferred to the west side. 


H. O. Wilhelm & Co. 


Planning to expand the work of the 
agency, H. O. Wilhelm & Co., general 
agents of the Northwestern National 
Life at Omaha, announce the appoint- 
ment of L. E. Rolfe as field manager. 
At the same time, five other agents are 
appointed to positions in charge of va- 
rious territories. Mr. Rolfe is a large 
personal producer and was leader of the 
Wilhelm agency for three out of the 
ast four years. He joined the agency 
in 1923. He is a graduate of the Uni- 
versity of Nebraska and a major in the 
coast artillery reserve of the United 
States army. He was vice-commander of 
the Lincoln post, American Legion, last 
var and is now chairman of 
that post’s welfare committee. The 
agents placed in charge of various sec- 
tions of the territory are W. F. Adamek, 
Maurice Gilinsky, Ivan V. Snyder, Ed- 


ward J. Weller and H. L. West. Mr. 
Snyder is at Lincoln. 

G. R. Vollmer 
G. R. Vollmer, sales manager for 


Chrysler Motors at Pittsburgh for the 
past 10 years, has been appointed gen- 
tral agent for the Kansas City Life for 
western Pennsylvania. He will estab- 
lish general agency headquarters in 
Pittsburgh. 


J. I. Tuckett 


The Imperial Life of Canada an- 
nounces that J. I. Tuckett has opened 
im agency of the company at 80 King 
‘treet, west, Toronto. Mr. Tuckett was 
lor some time associated with E. H. 
Yooler, who successfully operated the 
‘town Toronto branch for some years. 


Walter E. Cox 


. Cox has resigned as agency 
for the Equitable Life of 
‘wa to become general agent for west- 
m Pennsylvania for the Columbian Na- 
‘ional Life, with offices at 704 Columbia 
building, Pittsburgh. Frank A. Wesley 
and Walter J. Reid, who have been in 
“arge of the Pittsburgh office, continue 
wt gee representatives of the com- 
reny, 


Walter | 
supervisor 


~ 


Robert E. Mell 


| Robert E. Mell has been appointed 
anager of the life insurance depart- 


~ of Spratlin, Harrington & Thomas, 
a tlanta, Ga. 


to its organization two years ago a life 
insurance department, being appointed 
Atlanta representative of the Missouri 
State Life. The department has shown 
rapid growth, and last year wrote over 
$2,000,000 in new business. 

Mr. Mell is a graduate of the Georgia 
School of Technology, and has served 
in this department for the past year 
under J. R. Regaas, who is now north 
Georgia manager for the Missouri State 
Life. 


Walter L. Fuqua 


Walter L. Fuqua of Ft. Smith, Ark., 
has been named general agent of the 
Guaranty Life of Davenport, which is 
just entering the state and establishing 
its headquarters at Ft. Smith. Mr, 
Fuqua has resigned as district manager 
and field supervisor in northwest Arkan- 
sas for the Aetna Life, which position 
he has held for a year. He previously 
was assistant manager of the Kansas 
City office of the Metropolitan Life and 
was associated with L. L. Adams, then 
with the Metropolitan and now presi- 
dent of the Sentinel Life of Kansas 
City. 


Russell Grimes 


Russell Grimes has resigned as Kan- 
sas manager of the Fidelity Mutual Life. 
Mr. Grimes goes to Kansas City as an 





officer in the new agency organization 
which the Sun Life of Canada is estab- 
lishing there. This company is not ad- 
mitted in Kansas but it is planning an 
active drive for business throughout the 
southwest and has opened an office at 
Kansas City to direct the business. 

Mr. Grimes has been with the Fidelity 
for 15 years. He began as an agent 
when his father was manager and at the 
latter’s death he succeeded him. The 
general agency maintained an active 
held force in Topeka, Lawrence, Man- 
hattan and Emporia. C. L. Gregg, sen- 
ior agent in Kansas, is expected to be 
named manager. 


as 


B. A. Spence, C. Rickman 


The Peoria Life has opened a district 
office in the Taylor Guy building, Car- 


roll, la. B. A. Spence is in charge as 
district manager and Carl Rickman is 
associated with him as general agent. 
The office serves Carroll, Greene, Au- 
dubon, Guthrie, Crawford and Shelby 
counties. 
Rolla B. Watt 

Rolla B. Watt, for some time past 

general agent of the Midland Mutual 


Life in San Francisco, has resigned to 
engage in the general brokerage busi- 
ness. Mr. Watt at one time sat on the 
bench in San Francisco and is a mem- 
ber of the executive committee of the 
San Francisco Life Underwriters Asso- 
ciation as well as chairman of its rules 
comnnittee. 


William L. Vogler 


The Continental Life of St. Louis 
has announced the appointment of Wil- 
liam L. Vogler as district supervisor 
with headquarters at Salt Lake City, 
Utah. He formerly was an assistant 
manager for the Metropolitan Life at 
Denver. 


Roy E. Benson 
Roy E. Benson of Creston, Ia., has 
been made manager of the Des Moines 
agency of the American Life, with of- 
fices in the Iowa building. Mr. Benson 
had been in the insurance business in 
Creston for several years. 


George W. Ayars 
George W. Ayars has resigned as 
California supervisor for the Phoenix 
Mutual Life. Mr. Ayars has been lo- 
cated in Los Angeles and is first vice- 
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Strensth— 


(Advertisement 6 of a series) 


Armies, even those composed of gladiators of old, 
though splendidly equipped and commanded 
could not survive unless there was strength be- 
hind them. 

The National Life and Accident has strength 
because over 3,000 men now wear the Shield but- 
ton. These Shield men are conveniently located 
throughout the country, forming a united, com- 
pact organization. 

Not only has the National Life and Accident 
strength of numbers, but also of financial means. 
The capital of the organization is now $2,500,000 
with a surplus of millions. The Insurance in 
force has reached the imposing total of over 
$272,000,000.00. 

With such strength in this organization it be- 
comes worthwhile to wear the Shield button. 


It pays to be a Shield Man! 


NATIONAL 


LIFE AND 
ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATES 


SHIELDS 


TUNE IN 
ON w.S.M. 


NASHVILLE 
TENNESSEE 











THE NATIONAL UNDERWRITER 





October 18, 19% 





—. 
= 



































On Your Way To 
or From 
The 
American Life Convention 
Stop Off at Dayton, 
the 
Home of Aviation 


and 


The Gem City Life Insurance 
Company | 


I. A. Morrissett, President 








Life Underwriters. Last year Mr. Ayars 
| was in charge of the membership cam- 
'paign of the National association and 
under his leadership the membership 
reached the highest peak in its history. 


C. A. Northcutt 


A new agency of the Lincoln Na- 
tional Life has been established at Den- 
ver, Colo. C. A. Northcutt is the gen- 
eral agent in charge. 
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GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 
POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 






















CONTINUED ON PAGE... 


There you are reading an interesting article on the 
new disability clause and you come to that in- 
evitable “continued on” line. Expectantly you 
turn—only to find the page torn out. On the other 
side there was an instructive article on selling busi- 
ness insurance, torn out by the Agency Supervisor 
for his special fice. 


Prevent a recurrence by having a personal copy. 
Mail the coupon back—but do it now! 
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Please enter my subscription for one year (52 regular and six special issues) at $3.00 
and send bill. 
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Maj. Earl Downing of Clarinda, Ia., has 





been appointed district manager f the 
Bankers Life of Des Moines. 

H. Stricklin has been appointed distrig 
manager of the Kansas City Life at Wag 


Tex. He has been in Georgia in life jp. 
surance work. 
Frank L. Patrick has been transferre 


from Des Moines to Sioux City as distric 
manager of the Monarch Life and Mop. 
arch Accident companies. Mr. Patrick's 
district includes most of northwester 
Iowa. 

Floyd W. Osmundson, district agent )) 
Forest City, Ia., for the Equitable Lif, 
of Iowa, has been appointed agency gy. 
pervisor of the Mason City, Ia., territory 
He will also continue his duties as djs. 
trict agent. 











EASTERN STATES ACTIVITIES 











| INSURANCE COURSE GIVEN '| year. A total of $4,961,000 was written 





R. B. Robbins, Vice-President of the 
Union Labor Life, in Charge 
at George Washington 





The insurance course at George 
Washington University, Washington, 

. C., is given under the direction of 
R. B. Robbins, who is vice-president 
and actuary of the Union Labor Life of 
that city. The insurance course deals 
with the ‘history of insurance, classifi- 
cation of coverages, developments to 
meet social needs, supervision, possi- 
bilities for life work in home office and 
field, policy provisions, underwriting 
practices, mortality tables, premium cal- 
culations, financial statements, and so 
on. Dr. Robbins holds the degree of 
doctor of philosophy from Harvard. He 
taught at the University of Michigan, 
the Sheffield Scientific school of Yale, 
Harvard and Indiana universities. He 
was assistant actuary of the New York 
department from 1921 to 1927. 


Chamber’s Production Report 


A 5 percent gain over August, 1928, 
but a 7 percent drop from July, 1929, 
writings of life insurance by 27 offices 
reporting in the Rochester, N. Y., dis- 
trict surveyed, is reported by the Roch- 
ester chamber of commerce. This is 
compared with the national writings 
which increased 11 percent in August 
and showed a 6 percent decrease from 
the previous month, according to W. A. 
Burdick, statistician of the chamber. 
The total writings in Rochester up to 
August this year amounted to $36,129.- 
000, as compared with $38,291,000 in the 
same period last year, and $68,963,000 in 
the Buffalo district, as compared with 
$60,822,000 in the seven months last 





in Rochester during August as conipared 
with $4,752,000 in August, 1928, and in 
Buffalo, $9,407,000 in August this year 
as compared with $7,312,000 in August, 
1928. 





Life Men Aid Boy Scouts 


Altoona, Pa., insurance men played 
a prominent role in the financial cam- 
paign just concluded on behalf of the 
Blair-Bedford council of the Boy Scouts 
of America. Included among the solici- 
tors engaged in the drive were R. §, 
Hersperger, Thomas W. Norton, A. A 
McNelis and Harry Scholl, all of the 
Equitable Life of New York; Paul V, 
Tillard, district manager, Fidelity Mv- 
tual, and William Zern, Mutual Benefit 





Banquet for Providence Agency 


Harold Holt & Co. of Providence, R. 
I., state agents for the Pacific Mutual 
Life, gave a banquet to about 50 agents 
and brokers there Oct. 14. 

The meeting was addressed by Robert 
S. Burlingame, deputy insurance com- 
missioner of Rhode Island; Harold 
Holt; W. Ray Irving, manager of the 
local office, and A. J. Durette, sales pro 
motion manager. 


Hart and Coffin at Albany 

Hugh D. Hart. vice-president of th 
Penn Mutual, and Vincent B. Coffin, 
director of education of that company, 
were in Albany late last week, wher 
Mr. Coffin is holding a three-day agency 
school. 

Mr. Hart was the luncheon guest of 
the Albany Rotarians on Thursday, and 
discussed modern tendencies in business. 
Mr. Coffin was a dinner guest of the 
Albany Life Underwriters Association 
on the same day. His subject was 
“Worms.” 











CENTRAL WESTERN STATES 











USING INSURANCE AS DECOY 





Michigan Department After Unscrupu- 
lous Collection Agencies Operat- 
ing in Detroit 





LANSING, MICH., Oct. 17.—Un- 
scrupulous collection agencies operating 
in Detroit are doing the institution of 
insurance untold damage by using the 
names of insurance companies as decoys 
in tracing down alleged debtors, it was 
revealed here this week by Michigan 
department officials who have been in- 
vestigating these practices in coopera: 
tion with the attorney general's depart- 
ment, the prosecutor’s office of Wayne 
county and the state police. 

Two of the most frequent offenders 
brought to the department’s attention 
are agencies using the names, “Fed- 
erated Life Insurance Company of 
Ohio” and the “Wolverine Health and 
Accident Insurance Company.” They 
have sent communications not only to 
the persons from whom they wished to 
collect but to friends, relatives, em- 
ployers or business acquaintances in 
which they invariably referred directly 











to “policies” which they were holding 
“of great importance” to the person 
sought. 


One “Company” Discontinues Business 


In at least one instance brought to 
the department's attention, one of these 
misleading letters has been sent to 4 
widow who, of course, believed that the 
mysterious “policy” meant a_ windial 
and appealed to the department to hel 
her collect. She had, before requesting 
assistance of the authorities, gone to the 
expense of a trip to Detroit only to fin 
that the “insurance company” /haé 
changed its address and she could not 
locate it. ; 

R. M. Wade, second deputy commis 
sioner, who has been conducting th 
investigation for the insurance depart 
ment, has received from Charles Lat 
bert, chief investigator for the Way™ 
prosecutor’s office, confirmation of th 
department's suspicions in regard to the 
“Wolverine Health & Accident” and the 
“Federated Life.” Mr. Lambert said ht 
understood the Wolverine “company 
had discontinued business and left th 
city, evidently motivated by the cal 
paign waged by the insurance depart 
ment. He was told by Robert B. Ker 
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ton, manager of the Detroit office of 
the Federated Life, that this company’s 
name was being used solely to trace de- 
jinquent debtors and Kenton promised 
to discontinue this phase of the busi- 
ness, pending adjustment of the mat- 
ter with the department. Mr. Wade im- 
mediately dispatched a letter to Kenton 
threatening penalization if this practice 
is continued. 





SPAULDING AGENCY MEETS 





All-Day Education Session Concluded 
by Annual Banquet—Ballou and 
Vermillion Speak 





The R. E. Spaulding agency of the 


‘Mutual Life of New York in Chicago 


held its annual convention last week. 
One of the features of the meeting was 
a contest for the best sales demonstra- 
tion which was won by David A. Hill 
and Lester Simmons. Roy A. Graham 
spoke on “My Future in This Business” 
and W. W. Williamson, general agent 
for the Connecticut Mutual Life in Chi- 
cago, discussed “How to Get to Him 
and How to Get Him.” David A. Hill, 
who recently resigned as agency organ- 
izer in the Spaulding office to take up 
personal production, spoke on “Insur- 
ance Needs” and Talmadge Smith, his 
successor, talked on “The Supreme Test 
for the New Man.” 

The interesting events of the Wash- 
ington meeting of the National Associa- 
tion of Life Underwriters were related 
by F. S. Kingore. I. B. Jacobs, presi- 
dent of the field club of the Spaulding 
agency, conducted a question box. Krebs 
Beebe, assistant secretary of the North- 
ern Trust, concluded the educational 
session with a talk on “How the Trust 
Company Can Help You.” 


Number of Managers Attend 


A number of managers attended the 
meeting and spoke at the banquet. Gif- 
ford T. Vermillion, Milwaukee manager, 
paid tribute to Mr. Spaulding and told 
of the days of the Darby Day agency. 
C. L. Coyner, one of the Chicago man- 
agers, also gave a short talk. A. P. 
Ballou, manager of the Mutual Life at 
Detroit, concluded the talks at the ban- 
quet with an address on “Making Fig- 
ures Attractive.” 

Last year the Spaulding agency 
tanked ninth among the Mutual Life 
agencies in the country, writing nearly 
$10,000,000, its production this year is 
larger than the corresponding period of 
1928 and it is expected the $12,000,000 
mark will be passed. The Spaulding 


! agency will move to the 17th floor of the 
new One La Salle building next April. 


Cc. L. COYNER AGENTS GATHER 





Chicago Mutual Life Agency Hears 
Talk on Business Insurance at 
Field Meeting 





A splendid talk on business insurance 
and an excellent sales presentation fea- 
tured the one-day agency meeting of the 
C. L. Coyner agency of the Mutual Life 
of New York in Chicago last week. 
The sales presentation was made by 
Nathan Fisher, district agent at Wauke- 
gan, Ill. Mr. Fisher, who has led the 
Coyner agency in personal production 
since the inception of the agency in 1926, 
gave his talk in the form of a sales 
canvass using Henry D. Reisa, agency 
organizer, as the prospect. 

William F. Dineen, Chicago business 
insurance educational director for the 
Mutual Life, talked on “Business Insur- 
ance in All Its Phases.” There is a 
fine line between business insurance and 
personal insurance, he said. It is fre- 
quently difficult to tell just where one 
commences and the other stops. He 
showed the necessity for a predetermined 
value upon intangible personal prop- 
erty, in other words, the personal hold- 
ings of the various stockholders and 
showed the necessity of a will of each 
individual stockholder. He urged the 
necessity of establishing a definite price 
upon the personal holdings and creating 
a sinking fund or a surplus in the cor- 
poration to take care of the purchase of 
a man’s holdings in the corporation. He 
showed that now in case that one of the 
stockholders in the corporation dies, the 
corporation is now permitted to buy back 
its own stock from the estate of the de- 
ceased’s partner. 

Short talks by agents featured the re- 
mainder of the meeting. John L. Sher- 
wood acted as chairman of the afternoon 
session. 

The convention closed with a banquet 
given in the evening at which Mr. 
Coyner presided as toastmaster. In ad- 
dition to Mr, Coyner several other mana- 
gers were present at the banquet, includ- 
ing Gifford T. Vermillion of Milwaukee 
and R. E. Spaulding of Chicago. 





McCAUGHEY HAS MEETING 
OF PRODUCERS IN RACINE 





W. F. McCaughey of Racine, Wis., 
general agent of the Northwestern 


Mutual Life, entertained his agents last 
Thursday and Friday. Mr. McCaughey 
has done excellent work in his agency. 








A POLICY YOU CAN SELL 


Any natural death 
Any accidental death..... 
Certain accidental deaths . 


come—Non-medical. 


him direct... 





UNITED LIFE 


Concord 


Our Company offers complete protection. 


$5, 
ALL IN ONE POLICY 


Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. 
and directly. 


Inquire! 
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AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 





It was organized in 1903 and the annual 
production at that time was $400,000. 
Now the agency writes in excess of $4,- 
000,000. The agency force has grown 
from seven to 110. Roger Clark, assist- 
ant superintendent of agencies, and 
Joseph T. Gallagher, assistant superin- 
tendent of claims, represented 'the home 
office. Mr. Gallagher is a native of 
Racine and was formerly secretary of 
the board of education there. 


J. L. Madden to Speak 


James L. Madden, former manager 
of the insurance department of the 
United States Chamber of Commerce, 
and now vice-president of the Metro- 
politan Life, will be one of the main 
speakers at the annual meeting of the 
Illinois chamber of commerce in Chi- 
cago this week. It is likely that Wayne 
Hummer, local agent at La Salle, will 
be elected president. 








New York Life Meeting 


A meeting of the agency directors and 
agency organizers of the central depart- 
ment of the New York Life was held 
last week in Chicago with Robert E. 
Whitney, inspector of agencies, presid- 


An- 


ing. Talks were made by E. E., 
drews, agency counsellor at Chicago; 
QO. R. Carter of Des Moines, supervisor- 


at-large; James A. Campbell, agency di- 
rector in Chicago. Mr. Campbell dwelt 
on the training and handling of men 
after they have been secured. 


Plan Detroit Training School 


A training school for Penn Mutual 
agents will be conducted in Detroit Oct. 
21-23, under the supervision of Lee M. 
Gillette, general agent in Detroit. Vin- 
cent B. Coffin, director of education of 
the Penn Mutual, will conduct the 
classes. Close to 50 agents from De- 
troit, elsewhere in Michigan and from 
Toledo are expected to attend. 





Schriver Agency Meets 


Sixty members of the Peoria, III. 
agency of the Aetna Life attended an 
all-day meeting last week at which a 
campaign was launched for $1,200,000 
new business during the last quarter of 
the year as a goal. Earl Tarbox, Moline 





oy Ss Insurance for Beginners” 
by R. E. Spaulding. Price 
$1.00. A bird’s eye view of the busi- 
ness by a general agent of wide ex- 
perience. Order from The National 
Underwriter, A1946 Insurance Ex- 
change, Chicago. 








special agent, and L. W. Kessel, Peoria 
special agent, presided at the two ses- 
sions. Lester O. Schriver, general agent 
at Peoria, and half a dozen members of 
the staff gave inspirational and practical 
talks. The agency’s business the first 
three quarters greatly exceeded last year’s 
total for the same period. The Peoria 
territory covers the entire state outside 
of Chicago and suburbs. 


Moriarty Address Parks Agency 


John J. Moriarty, vice-president of the 
Missouri State Life, was the principal 
speaker at a meeting at the E. P. Parks 
general agency in Taylorville, Ill. Mr. 
Moriarty called attention to the record 
of Homer F. Fultz, who has been a 
member of the Parks agency for the past 
14 years. For seven years he has quali- 
fied for membership in the $100,000 Club 
by writing a minimum of $250,000 life 
insurance during the club year. The 
past nine months Mr. Fultz has written 
nearly $250,000 of new ordinary life 
business. 








Jeffery Agents Meet 


Hugh S. Jeffery, general agent of the 
People’s Life of Indiana in Fort Wayne, 
Ind., was host recently to agents from 
northeastern Indiana. A luncheon was 





ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependents 


If you can qualify for this oppor- 
tunity, give full details of all t 
business connections in your 
letter, which will be treated as 
confidential. 


W. C. 


Lock Box 1365 
Columbus, O. 
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given followed by a sales meeting. 
Walter Hawley of Peru presided during 
the meeting. The principal speaker was 
Donald O. Trent, Frankfort, secretary 
of the People’s Life. Other officers 
from the home office who attended the 
meeting were President E. O. Burget, 
Vice-President A. C. Lonnette and J. C. 
Lockwood, agency supervisor. 


National L. & A. Changes 
George H. Gray, formerly assistant 
manager of the ordinary life department 
of the National Life & Accident, has 
been promoted to supervisor of the Al- 
legheny division of the northern terri- 





tory, with headquarters at Cincinnati. 

F. Koehler, supervisor, has been 
transferred to the highland division, 
with headquarters in Chicago. 


New Company Passes Quota 


The Wisconsin Standard Life of Mon- 
roe, passed its quota for $1,000,000 in 
business written in its first year, which 
closed Sept. 30, 1929. The quota was 
completed in August. 

The life company is a companion to 
the Wisconsin Automobile. The erec- 
tion of a new building to house the com- 
panies was completed the past year. 








IN THE MISSOURI VALLEY 














PLAN CONSTRUCTIVE WORK 





Nebraska Agency Managers Association 
to Present Governor with Plans 
for Bettering Business 


—_—— 


LINCOLN, NEB., Oct. 17.—The Ne- 
braska Agency Managers Association 
has voted to exercise its efforts in the 
formulation of constructive policies to 
be urged upon the state insurance de- 
partment. The absence from the depart- 
ment of a head experienced in the busi- 
ness and the governor's reluctance to 
name such a man have led to a multipli- 
cation of problems, none of them gravely 
important in itself, but disturbing to the 
business as a whole. The plan is to re- 
ceive reports and recommendations of 
committees, and if what they suggest are 
acceptable, to present to the governor 
the facts as found and possibly their 
suggestions as to what ought to be done 
to secure a betterment of conditions, 
Practices of companies in the field, can- 
vassing for business on oral representa- 
tions that stock in the company will be 
given, licensing of agents whose unfit- 
ness has been shown by their conduct, 
and such matters as twisting and mis- 
representation are among those to be 
considered. 


Takes Charge of Osgood Agency 


William B. Henderson, 
general agent of the National Life of 
Vermont at Kansas City, who is also 
agent for some of the Corroon & Rey- 
nolds fire companies, will assume active 
direction of the W. A. Osgood agency 
there as Mr. Osgood is leaving for 
Philadelphia to become vice-president of 
the Independence Indemnity. The two 
agencies will merge. 


for 25 years 





Banker Addresses St. Paul Club 
T. K. Kelly, banker 


pert, spoke to the 


and sales ex- 
Life Insurance Gen- 








eral Agents & Managers Club of St. 


Paul last week. 
Mr. Kelly said 
companies should 


that the insurance 
educate the public 
through nation-wide advertising and | 
acquaint it with the necessity of pur- 
chasing life insurance. 





Teachers Sign Group Contract 


The Iowa State Teachers Association 
has taken out a group insurance contract 
on its 18,000 members. The insurance 
will be issued by the Equitable Life of 
New York. 


Mid-West Honors President 


In celebrating the second year of W. 
W. Putney’s presidency of the Mid- 
West Life of Nebraska, the agency force 
is putting on a president’s drive which 
will last until the end of November. It 
is expected that the Mid-West’s new 
business in 1929 will total $4,500,000 and 
the business in force will pass the $25,- 
000,000 mark, 


Reed-Gruver Producers Meet 


A group of 20 representatives of the 
Missouri State Life from eastern Iowa, 
associated with the  Reed-Gruver 
Agency, held a meeting at Cedar Rapids 
last week. 

The speakers were John Levers of 
St. Louis, a representative of the home 
office, a J. Carter Witt, state man- 
ager; S. Becker, assistant state man- 
ager, oa Victor Ellingson, field super- 
visor in Des Moines. 








Missouri State’s Minneapolis Meeting . 

At an agency meeting of Missouri 
State Life in Minneapolis J. J. Moriarity, 
vice-president of the company; M. Robb, 
Minneapolis attorney; John Leaver, 
agency supervisor, and Irving Epstein, 
St. Paul agency manager, made ad- 
dresses. John Quinn, manager of the 
Minneapolis agency, presided. About 40 
were present. 











| IN THE SOUTH AND SOUTHWEST 











BRISTOW PICKED FOR POST 


Expected to Succeed Button as Virginia 
Commissioner of Insurance 
and Banking 


That Myon E. Bristow will prob- 
ably succeed Col. Joseph Button as Vir- 
ginia commissioner of insurance and 
banking is the prevailing impression in 
state capital circles. Although Commis- 
sioner Button relinquished the post Oct. 
15 to become president of the Union Life 
of Richmond, it is understood that the 
state corporation commission, in which 
the appointment of the commissioner is 
vested, does not contemplate naming 
Colonel Button’s successor until around 
Nov. 1. 

While he has been giving his entire 
time to supervising the state banking 
department for the past six years and is 
rated as an expert in this type of work, 
Mr. Bristow is not without knowledge 








of insurance matters. In 1920 he or- 
ganized the local agency of Wilson, 


Hallett & Co., at Cape Charles, Va., and 
was actively associated with it for three 
years, retiring in 1923 when he entered 
the service of the state. During the 
World War, in which he served as an 
ensign in the naval supply corps, he 
was detailed to make a study of life in- 
surance so as to instruct the personnel 
of the navy in the meaning and value 
of war risk insurance. 

If he is named to succeed Commis- 
sioner Button, it is generally understood 
that Charles B. Coulbourn, actuary of 
the insurance division of the department, 
will be named deputy commissioner and 


| Mississippi Department Takes Steps to 





will be entrusted with supervision of 
most of the detailed work of that di- 
vision, while Mr. Bristow would exer- 
cise supervision over both the banking 
and insurance divisions, giving special 
attention to the bank supervisory work 
Mr. Coulbourn served for several years 
as deputy commissioner of insurance 





under Colonel Button before the two de- 
partments were merged last year. 


NEW COMPANIES ARE FORMED 


Curb Bad Practices Due to High 
Pressure Promotion 


JACKSON, MISS., Oct. 17.—Insur- 
ance Commissioner Ben S. Lowry has 
issued three rulings governing the or- 
ganization of new companies in view of 
the fact that so many are in the in- 
cubator, both mutual and stock. The 
commissioner’s first rule is that a clause 
be inserted in the articles of association 
of companies assuring stock subscribers 
that in event a company is not licensed 
to do business in the state the entire 
amount of the investment will be re- 
funded to the subscribers. If in the 
agreement an amount is deducted for 
promotion expense this must be plainly 
set forth in bold type in the stock ap- 
plication so that subscribers will un- 
derstand it. The commissioner will 
allow such an option. 

The next ruling requires that organ- 
izers must give bond for $5,000 in a 
surety company authorized to do busi- 
ness in the state. 

The third ruling was prompted by a 
plan of operation offered by one group. 
Preferred stock was to be offered at 
$10 a share to draw 6 percent accumu- 
lative dividends. The common stock was 
to be of no par value. Voting power 
would rest with the common. stock- 
holders. The commissioner opposed the 
no par value provision and did not be- 
lieve the the preferred stockholders 
were given enough protection. 

The Delta National Life of Clarks- 
dale with capital of $250,000 is pro- 
posed. N.C. Tyler of Birmingham was 
the organizer. J. W. Gray of Clarks- 
dale is president. 

The Mississippi Fidelity, Guaranty & 
Title of Jackson is proposed with W. N. 
Palmer of Friars Point as the organizer 

The National Security Mutual Life of 
Jackson is proposed with Charles T. 
Haist and A. E. Hudson, formerly of 
Kansas City, as organizers. 

The Standard Life of Jackson has J. 
B. Sterling as president. 

The Mississippi Life & Casualty of 
Jackson has Dr. W. W. Smithson as its 
president. 

The Stonewall Life of Vicksburg has 
already been licensed. 

The Southern Central Life of Meriden 
has James Skewes as president. 

Insurance Commissioner Lowry said 
that he saw many complications arising 
from so many new companies and he 
feels that some precautionary steps are 
necessary. He says that Alabama has 
been experiencing much difficulty with 
the organization of so many new com- 
panies. 


License San Angelo Association 


The Texas board of insurance com- 
missioners has granted a charter to the 
Protective Mutual Aid Association of 
San Angelo under the new Texas mu- 
tual insurance law. It is the 26th com- 
pany to receive a charter under the new 
statute. Seventeen west Texas counties 
are included in the territory of the as- 
sociation, of which O. C. Cartwright, of 
San Angelo is president and J. E. Pat- 
terson also of San Angelo, secretary- 
treasurer. 


Has Charge of Production 


T. H. Holloway, formerly with the 
Atlas of Tulsa, is in charge of the or- 
dinary department of the Home State 
Life of Oklahoma City, which recently 
started writing business and is making 
a notable production record. 

Texas Sales Congress 

The Texas Life Underwriters Sales 
Congress date has been changed to Oct. 
26. It will be held in Dallas. The 
speakers are Harold J. Cummings, Min- 
nesota Mutual Life; P. M. Ray, Provi- 








and George E. Lackey, general agen 
Massachusetts Mutual, Oklahoma City 
There will also be a number of promi- 
nent Texas life insurance men on the 
program. 


Changes in American Standard 


Floyd Powell, vice-president in charg 
of agencies, and M. B. Fariss, secretan 
of the American Standard of Birming. 
ham, Ala., have resigned. According ty 
Thomas W. Wert, president, their sy. 
cessors have not yet been selected. 

Mr. Fariss went to Nashville, wher 
he is connected with the state insurang 
department. Mr. Powell has not ap. 
nounced ‘his plans. 


Write Million in Eight Weeks 


The Home State Life of Oklahoma 
City reports a production record of $1, 
000,000 in the Oklahoma City district 
during the first eight weeks of business 


Of this, $250,000 was ordinary ani 
$750,000 industrial. 
This record was accomplished with 


a staff-of 30 new men under the direc. 
tion of A. G. Palmie, manager of th 
industrial department, and W. M. King 
superintendent of the district office. 





Plan School in Oklahoma 


A four-day school for general agents 
and supervisors will be sponsored by 
the Oklahoma City general agents a:- 
sociation beginning Nov. 11, according 
to Jesse A. Todd, secretary. Classes 
will be directed by John Marshall Hol- 
combe, jr., manager of the Life Insur- 
ance Research Bureau. 

L. C. Mersfelder, president of the 
Oklahoma Association of Life Under. 
writers, was a speaker at a meeting o 
the general agents association. He 
talked on the new year’s plan of the 
life underwriters association and _ ho 
the managers’ association can 
ate. 


Cooper: 


Treadway Is a Leader 


T. Foley Treadway of the Lorick & 
Vaiden general agency of the Missouw 
State Life at Columbus, Ga., wrot 
$500,000 business during the first min 
months of 1929. For seven years he ha 
been at the head of the list of the pre 
ducers of his agency. He writes cor 
siderable salary savings insurance. 


| PACIFIC COAST 


METROPOLITAN AGENTS MEE! 














Southern California Conference Cor. 
ducted by Vice-President F. J. Wil- 
liams—Showed 20 Percent Gain 


LOS ANGELES, Oct. 17.—Mot 
than 200 representatives of the Metro- 
politan Life attended the southern Cal 
fornia agency conference held in Le 
Angeles last week. Frederick J. We 
liams, third vice-president in charge 
Pacific Coast territory, presided at 
meeting, which was devoted to a dis 
cussion of agency matters and improve 
ments in the company’s service to ® 
policyholders. 

In discussing, in an interview, the 
made by his company of 20 percent” 
southern California during the ™® 
eight months of 1929 in the product? 
of new insurance as compared with t 


same period of last year, Mr. Williaa 
remarked that “life insurance offers ® 
of the best barometers of the comm 


nity’s prosperity, for when employm 


is general and money plentiful, the ™ 
dividual prepares against tie ae 
threat of the rainy day, disease, acci@ 
and death.” ; 

The agency conference conc!u ded wt 


a banquet, which was attended by ™* 
than 150 members of the $100,000 Cs 
of the company in its souther Calitet 
nia field. 

Accompanying Vice-President he 
ce 
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the company were Dr. William P. Shep- 


superintendent of agencies; Floyd 
Spencer, ordinary supervisor; J. O. 
Klein, agency supervisor, and Dana D. 
Beardslee, manager of the publicity di- 
vision, 





Phoenix Mutual Officials on Coast 


D. Gordon Hunter, agency manager 
of the Phoenix Mutual and Howard 
Goodwin, secretary of the underwriting 
department, arrived in San Francisco 
last week accompanied by C. W. Peter- 
son, manager of the local office, who 
went to Los Angeles to meet them. 
After spending several days in San 
Francisco, Colonel Hunter and Mr. 
Goodwin left for the Pacific northwest 
to complete their agency tour. 





Equitable Managers Meet 


District managers of the Equitable 
Life of New York’s western department 
recently held their quarterly meeting in 
Phoenix, Ariz. 

Attending officials included W. H. 
Glines, superintendent of agencies, west- 
ern department; W. M. Rothaermel, his 
predecessor and now superintendent of 
agencies of the central department; 
ae? R. Cunningham, Albuquerque, N. 

W. W. Stadium, Roswell, N. M.; 
L Zent. Globe, and H. W. Gill, of Tuc- 
son, Ariz. 





Win Utah Tax Fight 


Opponents of the proposal to increase 
insurance taxes in Utah from 1.5 to 2 
percent, who renewed their fight before 
the state tax revision commission this 
week, have won more than they asked 
for, for the legislative advisory com- 
mittee on taxation went on record as 
willing to place a limit in the state con- 
stitution of 1.5 percent on net premiums 
as the proper amount that insurance 
companies should be taxed. 





Hill Agency Is Leader 


The Arthur J. Hill California agency 
of the State Life, smashed all its for- 
mer records for a month’s production 
in September, producing over $2,000,000 
new business. The California agency 
won leadership of the United States by 
virtue of its record-breaking accom- 
plishment. 

It furnished the United States leader 
for personal production in A. Leslie 
Aron of San Francisco, who has already 
written over $1,400,000 business for 
1929. 

Arthur J. Hill, California manager, is 
receiving many congratulations upon the 
success of his agency, which is regarded 


fornia. 








| Mortality Experience 
| Continues Very Good 











NEW YORK, Oct. 17.—The mortal- 
ity experience continued favorable in 
August and the year to date mortality is 
now only 3.1 percent higher than the 
corresponding period of 1928. The cur- 
rent report of the Metropolitan Life on 
its industrial business covering that rep- 
resentative proportion of the country’s 
population, shows a death rate of 8.2 
in July, the same as that of July, 1928, 
and the same as in June. The experience 
of the past five months has practically 
entirely offset the unfavorable record of 
the two months when a serious outbreak 
of influenza was encountered. Granted 
that health conditions continue favor- 
able the balance of the year 1929 should 
show the final analysis a new record low 
mortality rate. 

In July the four principal epidemic 
diseases of childhood recorded lower 
death rates than in July of last year. 
Declines were also shown in influenza, 
organic heart disease, pneumonia, other 
respiratory conditions, diarrheal diseases, 














suicides and homicides. 








ard, assistant secretary; John H. Almy, 






























EQUIPMENT 


of a proper kind is essential to satisfactory results in 
any line of endeavor. 
THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 
of Boston, Massachusetts 
is in a position to equip its Field Men in an unusually 
fine manner. 


Among other things it offers: 


1. Unexcelled Service 8 Age Limits on Examined 
2. Non-medical Insurance— Risks 

Males and Females Males 9% to 65 
3. Insurance for Sub-standard 


Females 9% to 0 


Lives 
4. Disability—Three Clauses 9. Mail Advertising Service 
5. Double Indemnity 10. Correspondence Course 


. + . Jare . ar 
6. Salary Savings Insurance 1. Personal Contact 


7. Accident and Health 12. Guaranteed Low Premium 
Insurance Plan 


INSURANCE THAT INSURES 


Backed by a Large Capital and Surplus 


THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


Artuur E. Cuitps, President 


Correspondence welcomed by Agency Department 




















as one of the most outstanding in Cali-} 














Confidential and 
Copyrighted 


A month ago we started a new sales service—confidential 
and copyrighted—for our represent atives. They are receiving 
each Monday morning a sales suggestion or plan, brief but com- 
plete, that takes not more than half an hour to digest. Thus they 
can start the week with a new weapon and a new stimulus. 


A brilliant quartet of master salesmen is doing the writing, in 
rotation, and they are counseled by a brilliant advisory committee 
of master salesmen. These are the writers: 





John A. Stevenson John B. Duryea 
Ralph G. Engelsman Vincent B. Coffin 


And this is the advisory committee: 


J. Elliott Hall, Chairman Frank H. Davis 
Alexander E. Patterson John P. Davies 





Binders have been supplied, and each man and woman will, 
at the end of a year’s issuance, possess.a uniquely valuable course 
in applied salesmanship written and directed by underwriters who 
are at the top of their profession. 







Most of the Second Hundred Billion will be written by 
trained men. 











Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 















The Penn Mutual Life 


Insurance Company 
Philadelphia, 
Independence Square Founded 1847 
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A REAL GENERAL AGENT'S CONTRACT 
AWAITS THE MAN 
WHO IS INTERESTED IN BUILDING 
FOR THE FUTURE 


LOW NET PREMIUMS AND A DIRECT HOME 
OFFICE CONNECTION, makes it possible for our 
general agents to render prompt service. We issue 
policies from birth to Age 64. 





Openings for general agencies in 
WISCONSIN MINNESOTA 
ILLINOIS MICHIGAN 
INDIANA 








VAISLEONSDINBNEVALON TVG PLASM PNISLOD:ZAUN (8 Om QE) 


OSHKOSH\\W/ WISCONSIN 


INSURANCE 


LIFE-ACCIDENT: AND: HEALTH 








Great Opportunities 
For You With Us 


IN 
ED \cecnt had piekwaas senha eenehh ee Wichita 
. ESERIES Ree EE reprree Dallas or Houston 
PENT TE: 5 ctenbidnnisatdeccnous Minneapolis 
St ee ee Omaha 
Dl siduddubeetnesedsoacenaeseaele Des Moines 
PEED 4446000 eshdesevestivade Decatur-Peoria 


In order to increase our production in 1930, we are inter- 
ested in securing State Managers for the above mentioned 
States. Our President, Mr. O. L. Holland, will make a per- 
sonal visit to the above mentioned Cities between October 


20th and 30th. 


If interested, write for a personal interview. 
profit by what we have to offer you. 


You might 


O. L. HOLLAND, President 


AMERICAN NATIONAL 
ASSURANCE CO. 
3719 Washington Blvd., St. Louis, Mo. 
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- ACCIDENT AND HEALTH FIELD 











NOW ENTERING GROUP FIELD 





Hoosier Casualty Opens New Depart- 
ment Under Direction of E. Lee 


Winders 
The Hoosier Casualty of Indian- 
apolis has opened a group insurance 


division in the accident and health de- 
partment under the direction of E. Lee 
Winders. It plans to fit a group pro- 
gram to the needs of each prospect 
concern. Two standard forms of group 
insurance will be written, the wholesale 
group and the cooperative group. These 
forms are arranged to fit practically 
every need in industry. However, if a 
group is submitted to which the forms 
can not be fitted satisfactorily, the group 
department through its special coverage 
division will work out a plan that will 
fit. 

Wholesale group is the plan written 
on groups of 25 or more employes. 
There are several plans of coverage in 
this type of group insurance, each to 
fit a particular need. The cooperative 
group is a coverage especially adapted 
to small concerns. It is simple in form 
and similar to an individual policy. This 
type is written on concerns with less 
than 25 employes. 

Feeling that the benefits under com- 
pensation insurance are rarely adequate, 
the company plans to stress the occupa- 
tional accident coverage whenever pos- 
sible. It has also arranged a plan to 
increase the coverage of mutual benefit 
systems now in operation in many 
plants. 

The company is offering this group 
coverage in Indiana, Ohio, Pennsyl- 
vania, Michigan, West Virginia and 
Florida. 


HANDLES SOUTHERN STATES 


H. R. Oliver Joins American Bankers 
as Resident Vice-President 
at Chattanooga 





H. R. Oliver, who resigned recently 
as manager of the personal accident 
and health department of the Provident 
Life & Accident, has been appointed 
resident vice-president of the Ameri- 
can Bankers, with headquarters at Chat- 
tanooga, Tenn. He will have charge of 
the company’s accident and health bus- 
iness in the southern states, including 
Tennessee, Alabama, Mississippi, Geor- 
gia, Florida, Louisiana and Arkansas. 

P Mr. Oliver has had mere than 20 
years experience in the accident and 
health business, in both field and home 
office positions. He had been with the 
Provident since 1916, serving first as 
state manager for Pennsylvania and 
later as field manager for the commer- 
cial department and manager of the 
railroad department. Since 1926, until 
his resignation, he had been man- 
ager of the personal accident and health 
department of that company, which in- 
cludes the monthly premium, commer- 
cial and automobile accident divisions. 





LLOYDS CASUALTY APPOINTS 
SCHOFIELD SUPERINTENDENT 





The Lloyds Casualty of New York 
is establishing an accident and health 
department and C. Schofield has 
been made superintendent. Mr. Scho- 
field has been manager of the accident 
and health department of the Standard 
Accident in Chicago for the past year. 
Previous to that he was assistant man- 
ager for six years. Before going with 
the Standard Accident Mr. Schofield 
was a broker in Canada and England. 
He will locate in New York City. 





is the deadline for National 
Act today! 


Oct. 31 
Underwriter calendar orders. 











NEED OF EDUCATION URGED 


R. E. Richman Addresses Chicago Map. 
agers’ Club—Ralph Wood 
Elected Secretary 


Ralph Wood of the accident depart. 


ment of the Ocean was elected 
tary of the Chicago Accident & Hlealt 
Managers’ Club at its regular October 
meeting Monday. Mr. Wood tak 
place made vacant by the resignat 
(Charles H. Jackson, former secretary 
who resigned when he left Chicago 
attend the Travelers school in Hartford 

The speaker at the luncheon was R 
E. Richman, editor of the A. & H. Bul. 
letins. Mr. Richman urged more serious 
recognition of educational methods jn 
the accident and health business. He 
gave evidence to refute the commonly 
accepted notions that the studious type 
of salesman does not on the average 
do better than the man who depends 
solely on the so-called natural abilities 
of salesmanship. He cited also the re- 
sults of intensive use of educational 
methods in other lines of business as 
well as in the insurance business. The 
accident and health business can attract 
the highest type of brains and ability 
for the future only by adopting the 
modern methods of business including 
research to determine the best methods 
of management and education and then 
applying those methods to the business, 
he said. 

The club voted approval of the plan 
to organize a national association of ac- 
cident and health clubs and will join 
as a charter member, sending a delegate 
to the organization meeting which will 
be held later. 

The next meeting will be held Nov 











18. The speaker will be E. A. Joho- 
son, Illinois manager for the Inter 
Ocean Casualty. 
Several Precedents Set 
The court of appeals of Ohio has 


held that in an action on a life policy 
which was not attached to the petition 
for the reason that it was in ‘possession 
of the company and the company has 
not seen fit to produce it, the court wil 
assume that the provisions of the policy 
were as alleged in the petition and that 
this is admitted by the company. In 
the same case it was held that where 
the death of the insured was due to 
felonious and criminal act of the sole 
beneficiary, who is thereby prevented 
by law from being the beneficiary, 4 
judgment in favor of the estate may 
properly be rendered, and will not be 
set aside because the beneficiary will 
become entitled to a distributive share 
of the judgment as an heir at law. The 
case came up from Cuyahoga county 
The policy was on the life of Samuel 
Reed and the sole beneficiary was his 
wife, Dora Reed. There was a convit- 
tion on a charge of manslaughter. 


Will Enlarge Its Work 


Robert A. Ridgway of Kansas City, 
Mo., who recently retired as Feder 
Life manager to give all his time to tht 
National Protective of Missouri wit 
head office in the Scarritt building, Kar 
sas City, of which he is president, 5% 
been operating the latter company ™ 


connection with his Federal Life wor 
for the last two years. He will enlarg 
the work of the National Protective 
Funeral Outfit Active 

Asserting that the Metropolitan Fe 
neral Plan is soliciting, writing and & 
ecuting insurance contracts without Leet 
mission of the state insurance depar® 
ment, County Attorney Towle of Linco!™ 
at the request of the Nebraské 


Neb., 
Funeral directors Association, has be 
gun action in quo warranto to secur 
a forfeiture of its charter. It is * 








Omaha company, incorporated in Del* 
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LIFE INSURANCE EDITION 








b= 
offers for sale contracts-that 


rare ane > 
uarante to supply certificate-holders 
ith funerals for members of the family 


+ cost plus 10 percent. 


Open Birmingham Office 


The dustrial Life & Health of 
~orgia entertained its Alabama agents 
» Birmingham this week on the occa- 
- of the opening of its new offices in 
he Woodward building. H. T. Dobbs, 
e-president, from Atlanta, was the 
ef speaker at a dinner. 


Two New Field Superintendents 


w. T. O'Rourke, an agent in the 
3 district of the Washington 


Chi- 
Fi- 





yelity National, has been promoted to 
eld superintendent of Chicago 4. Alvin 
y Spangler has been promoted to field 
yerintendent in the Harrisburg dis- 


rict 


American Fidelity Formed 


Thompson, assistant insurance 


mmissioner of Oklahoma has an- 
wunced the licensing of the American 
Fidelity Insurance Company of Okla- 
hpma City, a stipulated premium, legal 
eserve company capitalized at $50,000. 


i is licensed to write accident, health 
nd life policies, but will confine its im- 


mediate efforts to accident and health. 
tollin B. Smith is president and Dave R. 
McKown, secretary. 

Death by Shooting Held Accident 
FRANKFORT, Oct. 16.—The death of 
an insured person resulting from a 
round from a bullet intended by the 
layer for another person who jumped 
behind the injured and insured person, 


is held by the court of appeals of Ken- 
ucky as an accidental death within the 
terms of an accident policy. Such an ac- 
dental death is held not excepted from 
an accident policy, although the policy 
provided that no indemnity would be 
paid for injuries from a gunshot wound 
pr stab, since the last exception referred 
mly to non-fatal injuries. The insured 
as Emery Harper of Paducah, Ky., and 
the company the Kentucky Central Life 
k Accident. 

Claim Association Opens Season 
The Chicago Claim Association held its 


frst meeting of the season last week. 
Meresting addresses were given by 





udge Huston Quin of Louisville, former 
mayor and prominent in legal circles in 


that city, and James H. Topping, Chicago 
life insurance man, who spoke on read- 
ing character from the hand. 

Election of officers for the coming year 


will feature the next meeting of the 

association, which will be held Nov. 13. 
Records 47 Percent Increase 

A 47 percent increase in written acci- 

dent and weekly health indemnity was 

recorded in September by the Reliance 

Life of Pittsburgh. Paid accident busi- 


ness increased 26.76 percent and weekly 
indemnity 45.41 percent. The company 
placed $24,272,450 of accident insurance 
in force during the first nine months this 
year and $55,394 weekly health indem- 
nity, running the total accident business 
in force to $153,132,622 and weekly health 
indemnity to $333,383. 


Change Auto Policy Age Limits 


The accident department of the Mid- 
west Life of Nebraska in the future will 
have the age limits of its automobile in- 
surance policies conform to those of the 
standard policy, 18 to 60 years. The Ne- 
braska law fixes 16 years as the date 
when a minor may lawfully drive a car, 
but the company’s experience has been 
that most of the accidents happen to 
cars driven by youths of 16 and 17, and 
hereafter they will be cut out of any 
recognition. President Putney says that 
it is evident that immaturity of the mind 
at those ages causes careless and reck- 
less driving, but as the burden of proof 
is on the company it has been difficult to 
establish a defense. 


Detroit Club Elects 


DETROIT, Oct. 16.—The Accident & 
Health Managers Club of Detroit held 
its annual meeting at the Cadillac Ath- 
letic Club Monday. Fred Grainger, 
agency supervisor of the Federal Casu- 
alty, was elected president to succeed BP. 
H. McFarland, Detroit manager of the 
North American Accident. 

Richard T. Smith, of the Detroit office 
of the Travelers, was elected vice-presi- 
dent and R. H. MacKinnon, of the Michi- 
gan Life, succeeded J. P. Collins, agency 
supervisor of the National Casualty, as 
secretary. W. L. Roeser, General Acci- 
dent, was elected treasurer. 

The board of directors for the coming 
year consists of M. W. Voorheis, Hoosier 
Casualty; George Brown, Continental 
Casualty; E. H. McFarland, North Amer- 


ican Accident; J. P. Collins, National 
Casualty, and Brace M. Stahl, Federal 
Life. 





NEWS OF THE 





FRATERNALS 














OFFICERS FILE OBJECTIONS 





Woodmen of World Staff Takes Ex- 
ceptions to Official Reports on 
Recent Examination 


LINCOLN, NEB., Oct. 17.—Officers of 
he Woodmen of the World presented a 
umber of objections to the reports of 
Ne examiners of the four states who re- 
ently finished the work of going through 
ts records, at the conference with the 
ommissioner of insurance, and on the 
dvice of the attorney general the report 
ae been ordered amended in a number 
“particulars. The only matter regarded 
8 of importance was a recommendation 


tat there be repaid to the society the 
37,000 of interest collected by the 
lobe Life on the $2,000,000 of bonds 


bsed in the purchase by the fraternal of 
lobe stock. Apparently this Mability 
ould eventually attach to the officers, 
but the attorney general said it was im- 
Properly included in the examiners’ re- 
port. He pointed out that as the judg- 
ent of restitution of these bonds car- 
ied 7 percent interest from the date first 
*ndered in the trial court, this covered 
ll of the controverted matters. Besides 


he orde r actually profited instead of lost 
“cause the judgment bore 2 percent 
“ore interest than the bonds. 


No Action on Fraternal Merger 


b_Becaus new written testimony was 
‘troduced at the continued hearing on 


oa Proposed merger of the Fraternal 
ao Association of Oshkosh, Wis., 
Md the Equitable Fraternal Union of 


Neenah, Wis. 


insurance commissioners 
Randling the 


- hearing, held at Madison, 
Bisia unable to announce their final de- 
oh on the proposed consolidation. 





n 
atl Heim, Milwaukee attorney, intro- 





duced 20 letters of objection from mem- 
bers of the Fraternal Reserve in Mil- 
waukee. The attorney for the Fraternal 
Reserve in turn submitted unsolicited 
letters and resolutions favoring the 
merger and said to represent the views 
of more than 75 percent of the member- 
ship of the association. 


Federal Union Life 


The federal Union Life of Cincinnati 
has revised its rates on its commercial 
policies, making the rates up to age 40 
net. This reduces the premiums on the 
lower ages considerably. The Federal 
Union will write about $15,000,000 in new 
business this year. 


New York Life 


The New York Life had prepared a 
new term policy at a very low rate, ow- 
ing to the demand from the field to meet 
competition. It is stated that the com- 
pany after making preparations to put 
this policy on the market has decided 
to withdraw it. 





Life Notes 











Vice-President Walter P. Shepard of 
the Lincoln National Life has announced 
the appointment of Kenneth A. Stone as 
divisional agency correspondent. 


Walter T. Shepard, vice-president in 
charge of agencies of the Lincoln Na- 
tional Life, left Fort Wayne Oct. 10, 
1929, on an extended western business 


trip to the Pacific Coast. 


“What to Say,” by J. B. Duryea, con- 
tains actual interviews of big successful 
life insurance salesmen. Price, $1.50. 
Order from The National Underwriter. 














Provident “Mutual 


Life Insurance Company of Philadelphia 


FOUNDED 1865 


























Onto - 








| West Vincinia - Texas - Oxtanoma - Catirornia - ILurnors - Iowa 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 


Go Into Business with 
Us on the 
PARTNERSHIP 
BASIS 





Life Health ‘Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 





Inprana ~- Micnican - Kentucky - Pennsytvania 


Tell it all in first letter 




















Active Markets in 


Insurance Stocks 


Bank Stocks 


Miller Investment Company 


120 So. La Salle St., Chicago 


Telephone Franklin 7888 





interne 











THE NATIONAL 


UNDERWRITER 





ctober 1! 



























FIELD SUPERVISOR WANTED 


One of the largest eastern life insurance companies de- 
sires immediately a Field Supervisor for territory ad- 
jacent to Chicago. Splendid opportunity for experienced 
man between ages 25-35. Good salary. Write giving 
experience and references. 





Address N-78, care The National Underwriter. 














We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 

1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

8. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 18 years. 
5. Up-to-date Health and Accident Policies. 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 























Leading underwriters have contributed to this unique book by 
J. Stanley Edwards. Price $2.50. Order from The National 
Underwriter, A 1946 Insurance Exchange, Chicago. 


Unusual Plans LIFE INSURANCE 























LN.L JUVENILE CONTRACTS 
eee 


Att tactive to buyei ~ 


mectite bo bugar— 


lad meleral (ceMlel:[074 ae 


Gentlemen: 





The Lincoln National Life Insurance Company, 
Fort Wayne, Ind. 


I am interested in your Agency openings. 











NEWS OF LIFE ASSOCIATIONS 











JOINT MEETING IN NEBRASKA 





Lincoln Association Will Ask Other 
Local Organizations in State to 
Meet With It Dec. 7 


LINCOLN, NEB., Oct. 17.—The ex- 
ecutive committee of the Lincoln Life 
Underwriters Association was empow- 
ered at the October meeting to arrange 
a celebration of life insurance in Ne- 
braska as an institution Saturday eve- 
ing, Dec. 7, to which members of the 
associations at Omaha, Grand Island, 
Norfolk, Hastings and Kearney, where 
one is being formed, will be invited as 
guests. General agents and Nebraska 
companies will be asked to bring in as 
many of their full-time men as is pos- 
sible, and an attendance of at least 200 
is expected. Governor Weaver will be 
invited, and a big feature program will 
be presented. 

Ralph L. Theisen presented the sub- 
ject of “Insurance as Property” and ex- 
pressed the opinion that with the chang- 
ing conditions of business and so much 
stress being laid on investments, agents 
must stress the value of life insurance 
as an investment. He said that the 
permanency and productivity of invest- 
ments in life insurance will meet with 
wider recognition as the knowledge of 
what are good investments grows and 
as opportunities for making money in 
stock speculation decrease. 

Lloyd Rolfe, who is leaving for 
Omaha to accept a promotion in his 
company, the Northwestern National, 
was asked to explain how he _ had 
secured a record of 325 weeks of suc- 
cessive production. He said it lay in 
planning, getting out early in the day 
after prospects, and cultivating a mental 
attitude that did not stop with one ap- 
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COLORADO——— ILLINOIS———— INDIANA IOWA 








O. W. JOHNSON, President 
HIO———-—OREGON—— PENNSYLVANIA 


© —ARKANSAS—CALIFORNIA— 














KANSAS————-KENTUCK Y———- MICHIGAN—-—MINNESOTA —— MISSOURI 


“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 
TENNESSEE———-VIRGINIA——— WASHINGTON———-WEST VIRGINIA——NEBRASKA 





VYNITOUVI HLYON 


S. W. GOSS, Vice-President 




















wrote 119 ; 
1928 and 
averave 


plication a week. He 
cies in 1927 and 128 in 
gradually increased the 
from $2,300 to $2,500. 
Robert Edmiston discussed the {y 
damental differences between fraterp, 
and legal reserve companies in explay; 
tion of why the latter have continued 
grow and the former to decrease, 5 










WwW. Noble urged that _ professiog 
ethics govern where agents find pr 
pects have bought thrift policies , 





that they should not attempt to “tyis 
them. L. M. Palmer discussed why 
life insurance could offer a widow 
middle life with a modest nest egg 
competition with the stocks and ot 
forms of investment offered her 
*x* * x 

Lansing, Mich.—Roger B. Hall, many 
ing director of the National Associat 
of Life Underwriters, in addressing a 
cial meeting of the Lansing associat 
last week emphasized the need for 
insurance men ‘to lead the way in « 










































ine pro] 


plying with President Hoover's campaiggpe of the 
for law enforcement. He said the citihich we « 
enry of the nation must rally to cognized 
majesty of law in the next few cruciy fe insurat 
years or serious results must follor perce 


“The spread of a spirit of lawfulness a" 


clearly our ‘task,” he declared. pmpany wv 
In discussing the life fraternity's quest a con 
toward “The Second Hundred Billion” Misurance 
stressed the fact that underwriters lik ctive and 
all modern salesmen must’ emphasinii. of the 
quality of performance and fit their ser x see 
ice to their clients’ needs. P surat 
.* & © 1 view 
Denver, Colo. Life underwritesmmery helpfu 





staged a hot debate with Denver banker agents 
ers on life insurance optional methodftele, Fo: 
of settlement at the regular meeting @ 


: a uu insure 
the Colorado association Thursday ev i ‘cones 
: - ; - ) ‘ 
ning, Oct. 17, following the dinner atthe” ©: 
re insur 


chamber of commerce dining room 

The proposition to be debated wa 
“Resolved that the life insurance 
tional methods of settlement are 
greater advantage to beneficiaries t 
the administration of insurance procee 
through banks and trust companies 

* * * 

Houston, Tex.—At the October meets 
of the Houston association, Presid 
Henry W. Neuhaus in charge, a 
table discussion of plans for future 
tivities brought forth many _ splend C 
suggestions. 

Guy McLaughlin, 
plained about the examinations : 
held in June for the title of charterntjy-} 
life underwriter. Homer G. Hew +4 
Northwestern National Life, was 
pointed chairman of the committee t 498 
ganize a study group in Houstor age 
preparation for the examinations 
year. 

Barbara Lang of the 
was elected secretary-treasurer of + = 
association. Resolutions were adopt ~—y ayy 
in honor of Adolf Westheimer, for 0 <hea 
years secretary of the Houston ass0 
tion, and Hudson P. Ellis, president 
the Houston Fiduciary Association, Here any 


is looked upon as one of the champ teely el; 
¢ saereely elin 


ercentage 
ake any f 


EPEAT ( 
FIRST 


Franklin Life, 4 , 


t. Repeat 
Franklin | irders 





of life insurance in this part : 
state. hpronita 
x * x neentrate 
Kansas City, Mo.—“The Strange Int’ 67 On 
view,” Harry E. Kirk of the Central Lgpsset to 
of lowa, an “app-a-week” produc lo answ: 
for 13 consecutive years, and T. 8. Rie have m 
Jr., president of the Missouri Associa! Bas produce 
of Insurance Agents, figured the I"m and 
reassembly program of the |! Ur a — 
writers’ Association of Kansas City. Bf. Ban V 
“The Strange Interview,” presents 1920 
all the ways not to sell an insure’"@#0 previon 
policy, was given by “Doc” Millet erce, The 
Jack Lawrence. - nted new 
Herley S. Daily of the Connecti ut 3 quent Pre 
tual Life, president of the asso ince 1992 : 
presided. tr egape~ allies 
x * * aDulated  s\ 
Richmond, Va.—E. C. Sparver, 4 ag a 


of publications for the Connect 
tual, was the principal spea! 
October luncheon-meeting of i 
mond Association of Life Underwrl 
his subject being “The New Temp 


stressed the point that life sales 
these days must have dire« prog! a 
fitting the needs for those y = n 
The old practice of selling insuran 
respective of specific needs has pa& r 
He also declared that life insurance 


should no longer consider thems 
competitors of each other rheir 


(CONTINUED ON LAST PAGE) 
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Analysis of Repeat Business Brings 


Out Some Vital Factors Which Should 
Be Considered in Building a Clientele 


By EDWARD W. MARSHALL 
Actuary, Provident Mutual Life 


The proper building of a clientele is 
me of the most important subjects to 
hich we can give our attention. It is 
cognized that the greatest assets of a 
fe insurance company is the body of 
i policyholders who stand back of the 
bmpany with their good will and fur- 
ish a constant source of further new 
surance. To maintain and enlarge an 
ktive and profitable group of clients is 


ne of the most essential tasks in the 
fe insurance business. 
In view of these facts, it would be 


ery helpful to us all to know how well 
wr agents have been building their cli- 
ntele. For example, of the new clients 
mu insure for the first time this year, 
w manv do you expect to write for 
re insurance in the future? What 
ercentage of your policyholders never 
ke any further insurance at all? Is 


EPEAT ORDERS FROM CLIENTS 
FIRST INSURED IN FIRST 
HALF OF 1923 








TABLE I 
ORIGINAL ORDERS 
; Average 
No. of Amt. of Amt. per 
Clients Insurance Client 
6,370 $24,406,000 $ 3,830 
REPEAT ORDERS 
210 1,115,000 5,310 
362 1,801,000 4,970 
323 2,061,000 6,380 
298 1,917,000 6,430 
245 1,565,000 6,390 
233 1,730,000 7,420 
125 1,290,000 10,320 
t. Repeat 7 , 
Orders 1,796 $11,479,000 $ 6,390 
thout Re- ered is 
peat Ord. 5,049 $18,066,000 $ 3,580 
"To date 
mere any way by which you could 
tgely eliminate the future canvassing 





‘unprofitable clients, so that you could 
icentrate most of your time and en- 


gy on prospects who will be a greater 
set to you and the company? 

lo answer some of these questions 
¢ have made an investigation which 
& produced some exceedingly instruc- 
ve and useful results. We have stud- 
td the w business of the first half 
‘1923 on new policyholders who had 
’ Previous Provident insurance in 
ree. These individuals thus repre- 


‘ited new Provident clients. The sub- 
quent Provident insurance taken out 


ince 1923 by these clients has also been 
dulated so that the success of the 
tovident agent in procuring repeat or- 
‘ts can be measured. 

We realize fully that six years from 
~» to 1929 is too short a period from 
uch to draw a complete picture re- 
‘ang repeat orders. However it 


ems un! 
surance 

luals w! 
eat order 
ars, Wy 

} 


ill give 


kely that we can expect much 
in the future irom those indi- 
) have not given us any re- 
Whatever in the last six 
velieve that the inv estigation 
yt A. uit te suggestive results as it 
and that several important conclu- 

"s can be drawn from it. A sum- 








mary of the facts for the company at 
large is given in Table No. 1. 

You will see that 6,370 new clients 
took a total of $24,406,000 insurance 
with us in 1923, and out of the group 
repeat orders to date totaling $11,479,000 
insurance have resulted, or 45 percent 
of the total original insurance. Note 
that the number of repeat orders in each 
year since 1923 has gradually dimin- 
ished, but that the average amount of 
the repeat order has gradually increased. 
The repeat insurance each year still 
averaging 7 or 8 percent of the original 
insurance. 


Majority of New Business 
Comes from 21 Percent 


The most surprising discovery is that 
5,049 or 79 percent of the 6,370 new 
clients have not taken any subsequent 
insurance whatever in this company. 
All the repeat orders came from only 
21 percent of the original policyholders. 
Where are the other 79 percent? Are 
they clients of other life insurance com- 


1s 


panies? Is it possible that many of 
them were fully insured for life after 
the Provident agent was done with 
them? Were some clients of such a low 
financial status that they could not 
afford to buy more insurance? What is 
wrong with our follow-up of these 


clients that only 21 percent have bought 
more insurance from us? A like situa- 
tion must evidently exist among life in- 
surance companies generally. Another 
company learning of our results has in- 
vestigated its records and has found 
practically the same situation regarding 
repeat orders. Our percentage of new 
business obtained from old policyholders 
is comparatively high. Thus the reason 
for this condition must be of funda- 
mental importance. 

In an endeavor to answer these ques- 


TABLE 
Original Order 


us first study the occupations 
This has been 


tions let 
of the 1923 new clients. 
done in Table II headed “The Relation 
of Occupation and Clientele.” The oc- 
cupations are listed in detail and in addi- 
tion they are collected into several occu- 
pational groups which are designated as 

B, C or D, according to the profit- 
ableness of the clientele obtained. 

In the first two columns of Table II 
shown facts regarding the original 


are 
1923 insurance for each occupation. 
Notice the large size of the average 


original order per client for the Group 
A occupations near the top of the list. 
Also notice how small these average 
amounts become for the Group D occu- 
pations toward the foot of the chart. 

The second two columns headed “Re- 
peat Orders to Date” give very impor- 
tant information. The column headed 
“Percent of Original Clients Repeating” 
particularly interesting because it 
gives for each occupation the percentage 
of the original number of clients which 
took any further insurance later on. 
This column shows the relation of occu- 
pation to a permanent, active clientele. 
A wise agent chooses his prospects not 
only to insure them now, but to secure 
future additional insurance from them 
and their associates 


is 





Repeat Order in 
Proposition to Original 


You will see that the higher percent- 
ages of repeat orders appear in the 
occupations near the head of the list. A 


client who can buy the largest amount of 
insurance now is much more likely to 
take more insurance later on. His occu- 


pation is usually more stable, he is often 
more experienced and open-minded to 
business suggestions. He is decidedly a 
better present and future prospect for 
insurance. 

The fourth column showing the aver- 
age size of the repeat orders tells an 
instructive story. The biblical saying, 
“To him that hath shall be given,” 
applies with particular emphasis to the 
repeat orders of these clients. In all 
cases where the original group of policy- 
holders purchased the larger 
insurance on their lives, the 
amount of the repeat order was 


average 
of a 





Repeat Orders Total of Original 














in 1923 to Date & Repeat Orders 
% of 
Original Aver. 
Aver. Clients Aver per 
No.of Ord. per Re- Repeat Total Orig. 
Occupation in 1923 Clients Client peating Order Insurance Client 
Group A: 
Owners, Officials, Managers.. 739 $9,150 28 $10,171,000 $13,770 
Insurance Agents ....ccceres 74 6,340 46 1,010,000 13,650 
Real Estate Dealers......... 62 6,710 31 640,000 10,320 
Lawyers, Doctors, Scientists. 567 5,080 27 4,685,000 8,270 
TOOGREE TOOREOTS cccccccccscvecs 4438 4,870 23 3,257,000 7,350 
Other Salesmen ............. 386 3,510 32 2,501,000 6,480 
Group B: 
Ae ere ee ee 1,288 2, ace 22 5,064,000 3,930 
sede cee ceceesenweee's 434 2 24 1,573,000 3,620 
PRED cusece ¥eeeores tosees 86 2'790 17 298,000 3,460 
Group C: 
Pe oc asnnenwedes 223 2.960 6 752,000 3,370 
Teachers, Clergzgymen, Nurses 422 2.870 11 1,400,000 3,320 
Farmers, Excluding Laborers 346 2,750 9 1,045,000 3,020 
Skilled Workmen ........... 880 2,290 17 2,602,000 2,950 
Group D: 
Semi-skilled Workmen... , 213 2,020 9 1,410 461,000 2,160 
Unskilled Workm. and Lab. 207 1,740 9 3,300 426,000 2,050 
Summary: 
SD Meascackuesetvvseenees 2,271 $6,180 8 $8,840 54,000 $9,810 
Dy Mivcnucteneeens deueedins 1,808 2 63 22 4,110 000 3,840 
Dt OG «sccukesneieseenewas 1,871 13 3,290 . 3,100 
Dn Mrakarséedeneesedacece 420 9 2,310 887,000 2,110 
Be RO. 6.660 bas ca cnseve 6,370 $3,830 21 $6,390 $35,885,000 $5,630 


amounts of | 











very substantial size and usually larger | 


than the original order. As our clients 
climbed the financial ladder, their subse- 
quent insurance increased proportion- 
ately. 

The last two columns headed “Total 
of Original and Repeat Orders” reveal 
clearly the value of a good clientele. 
For example, in the “Owners, Officials 
and Managers” group, the total of the 
insurance issued to date including repeat 
orders is $10,171,000, or an average of 
$13,770 for each of the original 739 
clients insured, On the other hand, this 
average is only $2,050 for “Unskilled 
Workmen and Laborers,” a tremendous 
difference indeed. 


Insurance Agents 
Rank High on List 


Some very helpful facts may be found 
if the individual occupations are studied 
carefully. For example, the occupation 
“Insurance Agents” not only is high up 
on the list, but it has the highest per- 
centage of repeat orders of any occupa- 
tional group. (As the original insurance 
is still in force in normal amount, these 
repeat orders represent bona fide addi- 
tional insurance.) Our agents evidently 


believe thoroughly in their own goods 
and practice what they preach to a 
marked degree. The percentage of re- 


peat orders is surprisingly low among 
farmers (only 9 percent) and quite un- 
favorable among teachers, clergymen, 
trained nurses and housewives. 

It is evident that the average farmer 
has been going through a period of busi- 
ness depression. He usually buys only 
a small amount of life insurance and 
in comparatively few cases does he take 
insurance later on. From other 
we learn that the lapse rates 
among farmers are much greater than 
the average. The expense of canvassing 
farmers rather high due to the com- 
paratively long distances which must 
usually be covered by the agent. While 
there are, of course, many exceptions, 
the indications are that, as a class, 
farmers have not been very profitable 
clients in recent years. 

In order to draw useful conclusions 
from Table II, let us focus our attention 
on the summary for the groups A, B, 
and D at the foot of the sheet. There 
are some valuable lessons in it regard- 
ing the building of a profitable clientele. 
Two-Thirds of Business 

Comes From One-Third 

The clients in group A occupations 
constitute the cream of our business. 
Here is a very important group indeed, 


more 
sources 


is 


because about two-thirds of our new 
business comes from it. It is not a 
small group, because it contains 2,271 of 


the 6,370 clients tabulated in the investi- 
gation. No one will argue with me if I 
urge him to write as many clients in 
this group as he possibly can. 

The occupations in group B and group 
C have much in common. The average 
amount of the original order in 1923 
was about $2,600 in each group, a rather 
small amount. The great difference be- 
tween the two groups, however, is that 
the average amount of insurance per re- 
peat order in group B was much larger 
than in group C, and the percentage of 
the original clients taking repeat orders 
was nearly twice as large in group B as 
in group C. In other words, group B 
contains more of the clients who are 
likely to grow financially and to take 
more insurance later on. Thus group B 
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CALIPORNIA 





Barrett N. Coates Cart E. Herruatx 
C oates & HERFURTH 
CONSULTING ACTUARIES 
114 Sansome Street 437 Se. Hill Street 
SAN FRANCISCO LOS ANGELES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
N. La Salle St. 
clephone State 7288 
CHICAGO, ILL. 








A. GLOVER & CO. 





INDIANA 





HGH. DAVIS & HAIGHT, Ine. 
” Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 


1OWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





, Ve ~~ Cc. GOOD 
Consulting Actuary 


404 R. A. Long Bldg. 
Tel. No. Harrison 4008 
Kansas City, Meo. 





NEW YORK 





aa See & Se 


CONSULTING 
ACTUARIES 


6s W. 44th St. New York City 








OCODWARD, FONDIL- 
LER and RYAN 
Insurance Accountants 
Richard Fondilier Harwood B. Ryes 
Jonathan G. Sharp 
75 Fulton Street 
New York 








VKLAHOMA 








ARRY C. MARVIN 

Censulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








J. McCOMB 
COUNSELOR AT LAW 
* CONSULTING ACTUARY 























ARE YOU AWAKE TO OPPORTUNITY 


Life Insurance Men of Vision Know That the Greatest 
Opportunity 
Is with the Company That Is 


NOT TOO LARGE 
NOT TOO SMALL 


The Solid Growing Company Officered by Men Who Are Agency Minded 





NOT TOO OLD 
NOT TOO YOUNG 


WE HAVE THE TOOLS 


Participating and Non-Participating f-poy and Women on Equal Terms—Total 


Circularization Aids—Supervisor’s 





Help—Direct Contracts, Human Relations, Liberal 


Contracts and Special Producer’s Clubs 


If You Are Ready for 





a General Agency There Is Desirable Territ 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


Open ip 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


COL. C. B. 


G. Sigmund—Vice-Pres. & Direct 
ROBBINS. Pras. euuteibpnennd C. B. SVOBODA, Secy. 


CEDAR RAPIDS, IOWA 

















The Life Insurance Company of Virginia 


1871 


JOHN G. WALKER 
Chairman of the Board 


58 Years of Existence 


BRADFORD H. WALKER 
President 


Richmond, Virgmia 


1929 


























WHAT TO KNOW ABOUT LIFE INSURANCE— 
Ie Bae i ERs octrcnecaniaedes 


A practical, clear statement by a field man or what the average salesman needs to know about the funda- 


mentals. Order from The National Underwriter, A1946 Insurance Exchange, Chicago. 


Price $1.50 














prospects are quite worthy of attention 
in most cases. 


Follow-up Calls Spent 
Uselessly on 87 Percent 


One of the important lessons to be 
learned from Table II is the fact that 
clients in group C occupations are rela- 
tively unfavorable material on which to 
build a clientele. Only 13 percent of 
them have taken any further insurance 
to date! Just think of the thousands 
of follow up calls spent uselessly on 
many of the remaining 87 percent who 
have not given us any repeat order in 
six years! Even in those cases where 
the agent was successful in writing more 
insurance the average amount of the 
repeat order was comparatively small. 
An agent must be very careful to see 
that he is not spending any substantial 
part of his time canvassing clients in 
this group, or he will be unlikely to 
build a profitable clientele. 

Of course, it is dangerous to draw too 
sweeping conclusions from these facts. 
Undoubtedly there are some of the 
clients in group C who will take out 
substantial amounts in the beginning or 
later on. However, the most wise dis- 
crimination must be used by the agent 
before planning a systematic canvass 
among prospects in this group. He 
must be careful to confine his canvass- 
ing efforts to those clients who will be 
likely to take a substantial amount of 
insurance in the future if they cannot 
do so now. 

The farmer, teacher, or skilled work- 
man of the type who can buy only 
$1,000 or $2,000 insurance at this time 
and is not expected to increase this 
amount, should only be canvassed as an 
incident. The agent’s main energies 
should be devoted to interviewing 
clients in the occupational groups A 
and B. 

The successful agent spends almost 
all of his time on his larger cases. His 
small policies are usually a by-product 
Many of them are on the lives of sons 
of his larger policyholders. In other 
words, the small policyholders he writes 
are the ones who are likely to become 
larger policyholders later on. In this 
connection the following comparison 
will be of interest. 


THE RELATION OF AMOUNT OF 
ORIGINAL INSURANCE AND 


CLIENTELE 

TABLE III 
Average 
Original Pct. ofClients Repeat 
Order in 1923 Repeating Order 
$ 1,500 or Less . 15 $ 2,370 
1,501 to $ 4,999... 20 3,630 
5,000 to | > 27 7,360 
10,000 to 24,999... 32 12,600 
25,000 to 49,999... 39 23,760 
50,000 or over..... 18 54,230 


Only 15 percent of the original clients 
buying $1,500 or less insurance in 1923 
have taken any more insurance to date, 
while 39 percent of those buying $25,000 
to $49,999 insurance in 1923 have given 
repeat orders averaging $23,760 each. 

We often hear it stated that policy- 
holders who can buy only $1,000 insur- 
ance today are profitable clients because 
of the larger amounts of insurance 
which they often take later on. The 
facts show that we have been unduly 
optimistic. We find on looking into the 
matter in greater detail that only 9 per- 
cent of the clients originally buying 
$1,000 insurance in 1923 have subse- 
quently bought insurance totaling $2,000 
or more. Furthermore, only 3 percent 
of the clients have subsequently bought 
at least $5,000 insurance with us. Once 
in a while the lightning strikes and a 
$1,000 prospect is able to buy a large 
line later on. But the statistics show 
that almost all of the $1,000 clients do 
not contribute to a profitable clientele. 

Our most fertile field for development 
is among the prospects who can buy 
policies of from $5,000 to $25,000 insur- 
ance. Here the market is large, there 
are plenty of prospects of this type to 
be found, and the return for the effort 
is really worth while. 

Put your efforts on clients whose 








—>= 


occupations fall in groups A or BE, wig 
a small proportion of selected clieng 
from group C. Prospects falling j 
group D should be —— eliminaty 
from consideration and only a very 
casional client insured as an_ inciden 
During the first six months of 1929, » 
percent of our policies written were fy 
less than $2,000 insurance, but only, 
percent of the company’s productig 
came from these policies. Let us cy 
our number of $1,000 policies in hal 
and write only those prospects who wij 
really contribute to the building of oy 
clientele. This course would be mog 
profitable to our agents and compay 
alike. 


Small Policies Prove 
Great Burden to Company 


Recent investigations have shown thy 
$1,000 policies are a great burden on th 
company’s dividend-earning power. Th 
overhead expense on a $1,000 policy js 
nearly as great as on a $25,000 policy 
As a result, at the end of 20 years; 
$1,000 policy has caused a very larg 
deficit, while a $5,000 policy has earned 
a substantial surplus. Thus the raising 
of our sights increases our company’ 
quality, as well as helping the growth d 
our clientele. At every point it is d 
great advantage to our agency force. 

These factors have an important bear. 
ing on the selling plans of our presen 
field force. They also indicate that ow 
general agents will need to be still mor 
careful in their choice of special agents 
Birds of a feather flock together in life 
insurance canvassing as much as i 
other fields. Be sure that your new 
special agent has the capacity to ap 
proach men in the occupation from 
which the more profitable clients come 
Impress the new special agent with the 
costliness of spending too much of his 
time on clients whose occupations fal 
in groups C or D. Finally, keep a clos 
watch on the size of the policies written 
by each of your agents, and satisly 
yourself that practically all of the smal 
policies written are actually on the lives 
of clients who should be able to giv 
substantially larger repeat orders late 
on. 













ASSOCIATIONS 

















(CONTINUED FROM PAGE 30) 


competitors today are the automobile 
radio and other commodities of popula 
range which are sold without regard 
any budget plan. 

It was announced that the associatio 
will inagurate its radio program ove 
WRVA Oct. 21. President Jesse A. Hoo 
will make the first talk, outlining the 
aims and purposes of the associatio. 
There will be one talk each week for 8 
weeks. T. Pryor Campbell, chairman 
the executive committee, reported some 
of the high lights of the national co 
vention in Washington. Eight new mex 
bers were admitted. ; 

Hugh D. Hart, agency vice-presidest 


of the Penn Mutual, will be the speake! 
at the November meeting. 
* * * 

Davenport, Ia.—Members of the Dave 
port association held a boat outing @ 
the Mississippi recently through 
courtesy of President Karl E. Madde 

* * * 
Ottumwa, Ia.—E. C. Summers 


elected president of the Ottumwa ass 
ciation last week. Other officers = 
to serve for the coming year are: F 


Waterman, first vice-president; W: . 
Keys, second vice-president; 0. E. E. Shak 
lett, secretary-treasurer; J. J someal 


H. E. Swenson and R. H. Martin, —_ 
bers of the executive board; and R 
Martin, national committeema 


Fall is the time to read—have 4 oe 
sonal copy of The National Underw? 
sent to your home. 

—" 





HE INVESTMENT TRUST] 
SERVICE OF LIFE INSURAN“) 






Lil 
—By Albert G. Borden..... Price $1.59} 
Shows the various ways that life insuraye ¢# serve 
in the administration of an estate. |: -— tions! 
illustrations and graphs. Order from The on 
Underwriter, A1946 Insurance Exchange, Chicaé® 
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WwW. L. MOODY, JR. WwW. L. MOODY, IG W. J. SHAW 
President Vice-President Secretary 


SHEARN MOODY T. L. CROSS 
Vice-President Vice-President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$568 557,042.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Carolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 


























A YEAR OF 
SIGNIFICANT PROGRESS 


Proportion of Term 
Insurance Written 
Reduced from 


20” to 8” 


in 1928 


HOME LIFE INSURANCE COMPANY 
OF NEW YORK 


ETHELBERT IDE LOW, JAMES A. FULTON, 
President. Agency Vice President 



































UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
HOME OFFICE ing basis. 
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Just glance over this list: 


Participating Policies for Women Modified Life 
Non-Participating Child’s Educational Low Cost Term 
Sub-Standard Juvenile Policies Double Indemnity 
Preferred Risk 6%, Guaranteed Disability Income 
Pay-Roll Deduction Income Premium Waiver 
Monthly Premium Life Income Retirement 

Age Limits: Income 


1 Day to 65 Years 
Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE GREENSBORO 
President North Carolina 


MORE THAN 350 MILLIONS IN FORCE 



































We are only seven years old, with over 
$90,000,000.00 Insurance in force. Why 
not connect with us now? You will, 
no doubt, wish to eventually. Excel- 
lent territory and a splendid chance 
for promotion. Address all communi- 
cations, giving references, to 


A. F. SEELIG, Agency Manager 


Cuicaco NATIONAL LIFE 
INSURANCE COMPANY 


1400 West Washington Blvd. 
Chicago, Illinois 























Land mines, phosphorous grenades and 
the air service fail to stop these tanks. 


EENFORCEMENTS 


When the going is hard, when the opposition 
is pressing, when your morale needs stiffening, 
then is the time you’ll appreciate The Peoples 
Life. The frequent personal visits of our State 
Managers to reinforce your own efforts makes 
selling Peoples Life insurance most attractive 
and profitable. 


You'll like The Peoples Life—the company 


that does more for its agents. 


THE PEOPLES LIFE INSURANCE 
COMPANYS ILLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman President. 
6.L.Lutterloh: - -Secrefary 
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